In This Issue—Selling and Servicing Accessories 
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is the experience-based 
opinion of 


G. F. McComb 


President 


MacALPINE -McCOMB 


MOTORS, Inc. 
BUFFALO 


Mr. McComb’s actual words are: “We 
would not exchange the Stutz fran- 
chise for that of any other dealer in 
our price-class in Buffalo”. 


And his opinion is based on experi- 
ence. First, general experience as an 
automobile merchandiser; second, 
specific experience as a New Safety 
Stutz distributor — during which his 
company has already sold and serviced 
over a hundred of these cars. 


Read Mr. McComb’s story of Stutz 
Sales and Satisfaction. Then write for 
the Stutz Dealers’ Proposition. 


STUTZ MOTOR CAR CO. 
of AMERICA, Inc., Indianapolis 
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Stutz Motor Car Company of America, Inc., 
Indianapolis, Indiana. 
Gentlemen: 

We feel that you might be interested in knowing something of 
the possibilities that lie in the New Safety Stutz, not in a city where 
the population is counted by millions but by hundreds of thousands, 
and a conservative city, too, where anything new is supposed to 
have a hard time against the old established cars with their hun- 
dreds of satisfied owners who buy a new car of the same make 
year after year. 

In our first six months as Stutz distributors our actual deliv- 
eries passed the hundred car mark. This record for a new car was 
not reached by meeting the appraisals of some of our competitors, 
for our used cars to date have actually shown us a nice profit. 
It has been made possible simply because the New Safety Stutz in 
its advanced engineering, almost unbelievable performance, and its 
ability to stand up month after month under work that our owners 
never knew before that there was a car built to stand, is easily 
three years ahead of competition. 

Practically every car we have delivered means, not just the 
owner himself but his whole family selling cars for us, and it is 
these three to four hundred high-class owner-salesmen alone that 
has made this record possible. 

The constant marvel to all of us here is the fact that while 
one Stutz will be delivered to a former owner of a $10,000 car where 
price is no factor in the sale, the next one will be the former owner 
of a popular-priced car who has always wished for the performance 
of a large car but had been stopped from owning one until we 
showed him the actval saving in first cost and maintenance over a 
period of five years in the New Safety Stutz. 

e would not exchange the Stutz franchise for that of any 
other dealer in our price-class in Buffalo. 


Yours very truly, 
MacALPINE-McCOMB MOTORS, INC. 





—— sa 


Thirty-five Cents a 
Three Dollars a 
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SPECIAL FEATURES 





Vertical Construction Packing glands easily accessible 

Unusually compact Guides absorb side thrust 

Perfected control valve Pump valves easily accessible 
and safety valve Drop forged crank shaft 

Worthington pump Silent chain drive 

No leather washers Alemite lubrication 
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hey f ieee en: bl Write for our complete Catalog of automotive shop equipment 
J tn ae h pce of the M Solem flee oe! which includes Hydraulic Jacks, Presses, Wrecking Cranes, Towing 
"| Washer is a Worthington Triplex Trucks, Towing Poles, Tire Changers, Tire Inspectors, High 
eneihoores Dems and Shectioane é Pressure Lubricators, Greasing Racks, Air and Water Stations, 
Co., whose years of experience and - Engine Stands, Portable Work Benches, Car Washers, etc. 
whose facilities and resources assure : a ; 
dependability in the pump unit not | } , 

mr so pth 8 Coaster de- {| Manley Garage Equipment is sold by the leading Automotive Jobbers 


signed by concerns smaller and less pe ANLEY MFG. co. ™ YORK, PA. 
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Offers Big Opportunities 
to Dealers 


SO-VIS, the new and better motor oil, is a product of the Standard Oil 
Company (Indiana). It is hailed by the world’s leading automotive engineers 
as the biggest forward step in the lubrication of automobile engines. 





Iso-Vis solves the problem of dilution in the crank-case. The vapor tension 
has been brought to a point where the viscosity of the oil is maintained at 
equilibrium. Ordinary motor oils lose two-thirds of their viscosity in the 
first few hundred miles because of dilution in the crank-case. — 


Iso-Vis maintains correct viscosity until it is drained off. It maintains itself 
within the zone of correct lubrication. With fresh oil Iso-Vis enables the 
engine to turn over more easily (in starting) even in the coldest weather. 
Iso-Vis circulates through the lubricating system the moment the engine starts. 


Iso-Vis will be the most widely adver- 
tised motor oil on the market. Motorists 
will be enthusiastic about it. 


Order your supply of Iso-Vis now. You 
will be doing your customers a service 
by introducing the most important lubri- 
cating discovery of modern times. 


And you will profit by it. /so - Vis sells 
at 30c a quart. This permits the retailer 
a generous profit. Build up your busi- 
ness by adding this new product at 
once. Get in touch with 


STANDARD OIL COMPANY 
910 S. Michigan Ave. “"“-"? Chicago, Illinois 
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Adjustability is Liability 


EW DEPARTURE BALL BEARINGS 


take rear wheels out of the tinkering and 
put them into the fool-proof class. 


In this position they enable rear wheels to 
run for the entire life of the car without 
removal for adjustments of any kind. 


Even the lubricant required (and intro- 
duced by pressure fittings) is reduced to a 
minimum. 


New Departures outsell because they excel 
—hbut the quality is even out-stripping quan- 
tity. In the last five years New Departure pro- 
duction has been doubled, while New Depar- 
ture endurance has been increased 600 per 
cent. 


THE NEW DEPARTURE MANUFACTURING CO. 
Detroit BRISTOL, CONNECTICUT Chicago 


$15 


New D eparture 
Quali 
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Lookslike other heaters 
but acts so differently 
and is so simple and 
easy to install—no 
adjustments—no after 
service. 
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Only 4 Months on the Market 


— — and selling mo 


CARLOADSe 


EVER has an automotive accessory sold more quickly right from 
I ‘ the start. Such a clean, safe motor car heater has been an out- 


standing need for 20 years. 


Mot-Acs fills that need. That’s the 


reason for its quick and unqualified success —on merit alone! 


Our entire output is oversold. Production 
has been doubled and redoubled. But we 
ask all Dealers who want delivery shis 
winter to order immediately from out 
nearest distributor. 


Healthy Hot-Water Heat- 


Plenty of heat, even at low speeds. No fire 
hazards. No possibility of gas, odors, or 
vitiated atmosphere. Five per cent of the 
hot water circulating round the motor 
block goes speeding through the Mot-Acs 
at 5-feet-a-second, quickly warming the 
car. Turns on or off instantly, easily, 
positively. 





OT-ACs 


Quick, Easy Installation 


Only 45-to-75 minutes. Easier, less ex- 
pensive than other heaters. No removal 
of floor boards. No cutting of exhaust 
pipe or pipe connections. 


And No After Service 


Simple construction. Positive operation. 
No sticking valve; no springs or moving 
parts. Positively nothing to get out of order 


Address Inquiries to Dept. A 


MOT-ACS, Inc., 42 Broadway, N.Y.C. 


CANADA: 657 Dorchester St., West 
Montreal 





rRADE MARK REG, U.S. PAT. OFF. 


‘The Only 





HOT WATER HEATER 
flor AUTOMOBILES 
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- Wolf Road pon Sales Company now—and in 1921 


‘We Sold Not 20, but 60 New Cars” 


ESTERN SprINGS, Illinois, with 
its 3000 population, is only 


2 rvest ty miles from Chicago. In 1921 


Tiedt and Fred Hahn, as the 


“Wolf Road Auto Sales Company, 


STUDEBAKER 


changed to the Studebaker franchise. 


‘We were dubious of selling 20 cars 
the first year,’’ said Fred Hahn, “* but 
we felt reasonably certain we would 
be rid of our former 
necessity for giving back 
our profits in free 
Service. 


‘Five years have 
shown us Studebakers 
require a minimum of 
service—these new Cus- 
tom Cars almost none 
at all. Owners’ lower 
upkeep costs make new 
car sales many times 
easier, too. 


‘The first seven 
months we sold, not 20, 





FRED HAHN 


but 60 new cars. Since that time 
we have almost doubled our sales 
every year. 


“The firm securing a Studebaker 
franchise is fortunate. They will be 
handling the best car on the market 
and the one with the greatest future 
possibilities. It’s mighty pleasant 
dealing with a factory that is always 
more than willing to 
cooperate.’ 


If Studebaker is in- 
adequately represented 
in your locality, or not 
at all, write us today re- 
garding the sales rights 
for your territory. Your 
inquiry will be held 
strictly confidential. 
Address Department 51, 
Studebaker Corporation 
of America, South Bend, 
Indiana. 
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NASH 





Leads the World in Motor Car Value 























Now Nash brings tothe market anew 2-Door 
Sedan of the most spectacular character— 


—the ONLY car of its type at less than 
$1,000 with a 7-bearing crankshaft motor, 
the world’s smoothest type. 


In exquisite beauty, in rare quality, in su- 
preme value, and in electrifying perform- 
ance, this Sedan is asensationaldevelopment. 


The superbly artistic body arrests your 
glance instantly. Like the costliest foreign 
models, it has the genuine wood-frame 
construction. 


A NEW Light Six Gude 608) 


Lowest Priced Sedan in NASH history 


F.0.B. FACTORY 





There’s roomy comfort for all five passen- 
gers. Doors are especially big and broad. 
Front seats are of parlor-car type for extra 
ease in entrance and exit. 


It is dowered with “‘pick-up” of startling 
eagerness and evenness. And you get ex- 
celling speed and power without the mer- 
est hint of roughness thruout the full range. 


4-wheel brakes that are the most efficient 
known to the industry; 5 disc wheels; an oil 
purifier; an air cleaner; and many other 


notable attractions areincluded inthe price. «55» 
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“We’re Getting Valve Business 
We Never Got Before” 16>. 


—_ President, in charge of sales, 
Mossman- Yarneille Company, 
Fort Wayne, Indiana 








SS 










customers. A real reason to go 
after their business—and we've 
got it—thanks to the James 
Self-Cooling Valve. 


“And just to let youknow specif- 
ically how the ‘self-cooling’ idea 
has gone over in this territory— 
our sales records show that we 
have sold over600 of these valves 
in a little over one month. Needless 
to say, we are mighty enthusiastic.” 


- # at 


“It is seldom that we publicly 
express our opinion regarding 
the sales success of any prod- 
uct. But we can’t refrain from 
telling you what we have done 
with the new James Se/f-Cooling 
Valve—and what it has done for us. 


“Frankly, we are selling them to ° 
accounts we have never sold before! 
We have lined up several truck fleet 
owners—five bus operating companies | 
—besides a large number of garagesand / 


repair shops. There’s only one way for you to du- 


“Your new valve gave our salesman plicate the profitable experience of 
something interesting and vital to say to these Mossman- Yarnelle Co.—let’s get together now. 


” JAMES MOTOR VALVE COMPANY =: 1344 MAPLE STREET, DETROIT, MICH. 
Makers also of the well-known James Two-Piece (cast-iron head) Valve 
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The Mossman -Yarnelle 
Company, Automotive 
Jobbers, Fort Wayne 
Indiana 


Self- Cooling 
VALVES 
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Don’t Fight Chrysler’s Success; 


SHARE IT! 


As a single franchise, the Chrysler line of four 
models of Chrysler Standardized Quality with 36 
body styles, priced from *750 to *3595, enables a 


dealer to sell strongly in the four great quality 
car markets. 


And he can do this on a basis that is economical 


and profitable beyond parallel and without prece- 
dent in the industry. 


Witness to these facts is that county after county 
is reporting Chrysler registrations in a new position 
of leadership in the industry. 


The great and sweeping popularity of Chrysler 
which has swept this company to a position among 
the very leaders in the industry; 


Plus the extra liberal and fair dealer policy which 
has characterized Chrysler dealer relations from 
the beginning, makes it plain that more money 
can be made in selling Chrysler than in attempting 
to fight it with any lesser car or combination of cars. 


Write or wire for further details. We'll keep your 
inquiry in strictest confidence. : 


CHRYSLER SALES CORPORATION, DETROIT, MICHIGAN 
CHRYSLER CORPORATION OF CANADA, LIMITED, WINDSOR, ONT. 


CHRYSLER 
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Salon Reveals New Luxury and 


Custom Bodies 





Refinement in 





Little Marmon 
With Eight Cylin- | 
der Engine Makes 
Its First Public 
Appearance in 


Brilliant Exhibit 


Cadillac 
Cunningham 
Duesenberg 
Franklin 
Hispano-Suiza 
Imperial Chrysler 
Isotta-Fraschini 
Lincoln 








Cars at the Salon 


a 
The following makes of motor cars are on exhibit 
at the twenty-second annual automobile salon which 
opened at New York Nov. 28: 


Stutz 


Custom coach work is exhibited by Brewster, 
Brunn, de Causse, Derham, Dietrich, Fisher, Fleet- 
wood, Holbrook, Hume, Judkins, Le Baron, Locke, 
Rollston, Weymann and Willoughby. 


Seventeen Car 
Builders and 15 
Coachmakers from 
United States and 


Five European 


Marmon 
Mercedes 
Minerva 
Packard 
Panhard 
Pierce-Arrow 
Renault 
Rolls-Royce 


Countries Repre- 


sented. 














at New York. 
EW YORK, Nov. 29.—Seventeen of the 
| world’s finest and costliest makes of motor 
| car chassis, with each chassis equipped with 
an individually designed custom built body, 
are exhibited at the twenty-second annual automobile 
salon which opened last night at the Commodore Ho- 
tel. Makers from five European countries are repre- 
sented in addition to those from the United States. 
Fifteen custom coachmakers have special exhibits. All 
cars shown are valued at approximately $1,000,000. 


Among the most interesting exhibits is the new Lit- 
tle Marmon which is making its first public appear- 
ance. It has an overhead valve straight eight engine 
of 234 in. bore and 4 in. stroke, developing 64 hp. at 
3200 r.p.m. Tires are 29 by 5.25 in., and four wheel 
internal Bendix brakes are regular equipment. 

The body styles in the Little Marmon line are a two 
door sedan at $1795, a four door sedan, a two passen- 
ger speedster and a coupe all at $1895, and collapsible 
top roadster at $1995. 

The crankshaft has five main bearings of 2% in. 
diameter, and pressure lubrication is provided for all 
main, connecting rod, camshaft and valve rocker 
bearings. Front end drive is by timing chain. Pis- 
tons are of aluminum incorporating the Invar strut to 
maintain constant clearance. 

The single plate clutch and three speed transmission 
are assembled with the engine in a unit power plant. 
The rear axle is of the semi-floating type with hypid 
reduction gears. The front axle is a reverse Elliott of 
I-beam section. The semi-elliptic springs are mounted 
In rubber insulators. Six inch channels are used for 
the frame side rails and adequate bracing is provided 
by tubular cross members. 





Standard accessory equipment includes front and 
rear bumpers, Lovejoy shock absorbers, electric clock, 
Fedco numbering system and automatic windshield 


_ wiper. 


Two custom built bodies on the Little Marmon chas- 
sis, a town car and a collapsible coupe-roadster, are on 
exhibit at the salon. 

Many interesting developments and innovations in 
custom coach work were seen in the various exhibits. 
Cadillac is shown in 12 custom body styles including 
two landaulet sedans by Brunn, a sedan cabriolet by 
Holbrook, a town cabriolet by Willoughby, four styles 
by Fisher and four by Fleetwood. Two new color 
shades used in the Holbrook sedan are called topaz and 
rubra. 


The Stutz exhibit features the new Weymann fabric 
bodies. Two of these were shown in the four passen- 
ger four door sedan style. This construction, consist- 
ing of fabricated leather stretched over a wood frame, 
is said to reduce the weight of this model by 560 
pounds. 

The Lincoln exhibit also includes 12 bodies, each il- 
lustrative in a well designed sequence of an art period 
in history ranging down from the time of Confucius in 
China to the present day mode. 


Brilliant colors are the rule rather than the excep- 
tion at this Salon and this is one of the prominent fea- 
tures. Both harmonizing and contrasting colors are 
freely used not only for exteriors, but for interior fin- 
ish and upholstery. In the case of the latter the selec- 
tion of materials, weave, and design, the last named 
often done in needle point, all play a part. Fittings are 
treated with rare artistic skill and the hardware is in- 


(Continued on page 37) 
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Putting Shock Absorbers on to STAY. 
Top Left: Installing Windshield Spotlight. 


CCESSORIES are recognized by numerous auto- 
mobile manufacturers and many dealers as an 
excellent source of extra profits. 

Owing to the variation in human desires— 
and pocketbooks—it is obviously impossible for the 
manufacturer to so equip his car that nothing can be 
added. In fact the present tendency to sell cars that 


10 








An electric drill with special cutter makes quick 
work of this heater installation 


Selling an 


Good Equipment Means Speed and 
Profit in Providing Customers’ 
Cars with Devices that In- 
crease Safety and Comfort 


By C. EDWARD PACKER 








EQUIPPED FOR PROFIT 


Installing Accessories 


Equipment that speeds up accessory installation is 
a big factor in building accessory profits. Many manu- 
facturers supply either gratis or at a slight charge, 
templates that assist in the location of the accessor- 
ies. 
In addition to these special templates and such 
items as pliers, screw drivers, tin snips, hack saws, 
files, and similar mechanics’ tools the following will 
be found essential in handling accessory installations. 














% in. electric drill - $58 to $60 
% to 5/16 in. electric dril1......... 27 to 35 
Set of socket wrenches 8 to 27 
Set of taps and dies..................0.2002.022202. 22. eee 21 to 62 





(S.A.E. and U.S.S.) | 
Windshield cutters for spotlights.................0002.2..... $ 5.25 
Set of drills 1/16 to % in. 
Electric soldering iron 5.00 

Special supplies such as tape, insulated wire, shel- 
lac, insulated staples, different sizes of wood screws 
and stove bolts, and also thread and needles should 
also be on hand. 


























are more completely equipped is stimulating accessory 
sales, as one convenience in many cases suggests an- 
other. 

The garage man or local dealer has an excellent op- 
portunity in being! acquainted with his customers to 
sell them just the accessories that they can afford and 
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Drilling for the installation of a special spotlight, at left. At right, trying the fit of the light before removing the 
drilling jig. 


Installing Accessories 


WELFTH article in the “Equipped 
for Profit’ Series. 


that he knows will appeal. As the accessories can 
be figured in on a time payment this frequently helps 
in selling a complete car. While the ideal time to sell 
these accessories is at the time that the new car is 
sold still there are many other opportunities that will 
be presented. 

Whenever the owner buys gas, oil, or comes in for 
service, opportunities for additional sales are offered. 
But while it pays to “ask ’em to buy,” do not over 
do it. Many a steady customer has actually been chased 
away by an overly aggressive salesman. Intelligent 
observation and suggestion of accessories that increase 
safety, or comfort, or that improve the appearance of 
the car will generally be appreciated. 


Seasonal Appeal 


The changing seasons cause changing desires and 
the alert organization cashes in on this to the maxi- 
mum. 

Thanksgiving, Christmas, New Year’s, Decoration 
Day, Fourth of July, can all be made the basis of an 


effective window. Also local events can be cashed in | 


on. For example, if your town puts on a safety week 
a window featuring windshield cleaners, bumpers, 
chains and brake service would be in step with the 
thoughts of the people. 
| In arranging a window the first requirement is clean- 
liness. Dirty glass and dead flies will kill any display. 
The next requirement is that the articles displayed 
fit the occasion and be related in some way to each 
other. And finally, put the installed price on each item 
that is shown. A window that has no price tag falls 
flat, but one that quotes the installed price gets busi- 
ness for the accessory department and for the shop. 
Salesmanship is not the art of putting something 
over On a person. It is, instead, the ability to help a 
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person decide to buy what he needs or would profit by. 
Procrastination and indecision are two outstanding 
traits of human nature and a positive attitude on the 
part of the salesman (whether he be mechanic or stock 
clerk) will help to land the sale. 

For example, when offering a windshield wiper to 
say, “Here is a means of safeguarding your family 
and car by having clear vision at all times. This guar- 
anteed windshield wiper installed only costs $4.75,” 
gives the positive suggestion that the prospect should 
protect his family. That is one of the basic human 
instincts. The second suggestion is that he protect 
his pocketbook—another strong instinct—by avoiding 
accidents that might result from blurred windshields. 

Many a well meaning clerk has been heard to say 
something like this: “You don’t want a nice wind- 
shield cleaner do you. They are $4.75 put on.” Here 
it is suggested that the customer does not want it— 
although in reality he may need it—and the expected 
answer, “No,” is generally received. 

And so on, with all accessories or even the car 
itself—do not try to sell a mechanism—sell a service. 

Don’t sell heaters—sell warmth and comfort! 

Don’t sell bumpers—sell safety! 

Sell only comfort, safety, convenience, and beauty 
and the prospects will buy the needed mechanisms to 
provide the desired condition. 


Permanent Satisfaction 


Goods sold on price alone rarely give permanent sat- 
isfaction. Consequently the local dealer will do well 
to shun the “bargains” and build his business on qual- 
ity. 

And in buying it is far better to buy frequently in 
adequate lots than to buy heavily and thus reduce the 
turnover. Rapid turnover is the secret of profits, but 
do not try to overdo this to the point that you fre- 
quently find yourself “just out of that item.” 


(Continued on page 28) 
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Two of the special service offers made to customers by 
means of postcards mailed regularly. 


HAT the application of systematic merchandis- 
ing methods can insure the profitable operation 
of the service and repair department of a deal- 
er’s business, month after month through all 
seasons, has been conclusively demonstrated over a 
period of years by the J. V. Baldwin Company, of Los 
Angeles, one of the most conspicuously successful Chev- 
rolet dealers in the United States. 


There are no dull periods in the Baldwin shop, no 
off months when a substantial measure of net profits 
is not shown. Sytematic merchandising is the answer. 


The Los Angeles Chevrolet dealer has been eminently 
successful in the use of direct-by-mail campaigns in 
promoting business for the shop. Twice each month 
10,000 one-cent government postcards, each carrying a 
‘particularly inviting inducement to “have it done now,” 
are sent to as many Chevrolet owners. It is aimed to 
have the cards reach the owners just before payday, it 
being assumed that most persons operating Chevrolets 
are wage earners and are paid twice monthly. It costs 
less than $200 fer each campaign, the cards being ad- 
dressed on an addressograph machine located in the 
stock room. Stock room clerks do the addressing dur- 
ing their leisure moments. In addition to the one-cent 
postcards, other cards and folders presenting the serv- 
ice of the Baldwin company in a more general or insti- 
tutional manner are also sent out at regular intervals. 


The service manager compiles a list of various opera- 
tions that are correlated as much as possible, in order 
that the labor time will be held to a minimum, and 
advertises a special price for the grouped work in his 
semi-monthly direct mail campaigns. In many instances 
he will point out to the owner a direct saving of several 
dollars by having different operations of an associated 
character performed at one time. For instance, the fol- 
lowing work, which would amount to $34.12 under the 
regular Chevrolet flat rate prices by totaling the cost 
of each item, is advertised as a “Shop Special for 
$31.50: Grind valves and Clean Carbon. Adjust con- 
necting rod bearings. Adjust main bearings. Align 
all connecting rods. Replace rings on four pistons and 
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Service Specials are 
Baldwins 





J. V. Baldwin, Chevrolet dealer in Los Angeles. 


four wrist pins. Clean Oil Pan 
and Install Gaskets. Complete 
tune up. 

A recent “Special” on an en- 
gine overhauled, which brought 
a wealth of returns, was priced 
at $30, including parts and la- 
bor. The list embraced the 
following: Remove head. Re- 
move lower dust pan. Remove 
Oil pan. Take out Pistons. 
Clean carbon. Grind Valves. 
Furnish 4 new exhaust valves. 
New valve spring if necessary. 
Take out old piston pins. Re- 
move old rings. Ream pistons 
for oversize pins. Furnish new 
oversize pins. Fit 4 oil rings, 


A typical newspaper advertisement 

used by the Baldwin company to 

build up confidence in the service 
given in the company’s shop. 








The trained mechaniciart knows value of per 
fect balance at this point. In “Blue Ribbon 
service you never need give your crank of cam 
shaft-a thought, for every motor taken down in 
our shops is thoroughly tested. The~ shafts are 
tested to 1-1000-inch and h tools‘of micro- 
metric accuracy they are. t to perfect bal 
ance, This is an example of the altention to 
detail carried out in tle repair work in “Amer- 
ica’s Finest Chevrolet Store.” 
aa 
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Featured in 
Shop 


Systematic Merchandising of Main- 
tenance Is Made Profitable by Los 
Angeles Dealer Through Reg- 
ular Offers of Combination 
Jobs at Attractive Prices 


By ROY ALDEN 


4 super compression rings, 4 compression rings, to 
cylinder walls. Install rings on pistons. Straighten 
connecting rods. 

On most of the cards which feature shop specials, a 
footnote appears calling attention to two or three acces- 
sories with a particular seasonal appeal. 

“By grouping repair operations of a similar character 
and advertising them to owners, at a special price, we 
make our cards carry a message with maximum reader 
interest,” says Superintendent Sonntag. ‘“‘We merch- 
andise our repair labor and our parts just like any 
merchandising establishment does the goods it has for 
sale. Experience has shown that by mailing 10,000 of 
these cards to Chevrolet owners twice a month we know 
with almost absolute certainty that we will keep our 
shop busy every month throughout the year.” 

The so-called “institutional” direct-mail advertising 
done by the Baldwin company to promote business for 
its shop sells the experience, facilities and equipment 
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Dear Chevrolet Owner: 


We have just had the pleasure of serving you in our repair department, and are 


taking this means of determining if the work was satisfactory. 


We feel that if you really knew how hard-our boys tried to please you on repair 
work and how interested we are in raising the standard of our service, you would gladly 


take a pencil and write a word of criticism or h enco ement on the attached 
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return card. It is stamped and addressed. 


Very truly yours, 


J. V. BALDWIN -MOTOR CO. 








By J. V. Baldwin, Mgr. 





This message goes to every customer who has repair work 
done in the Baldwin shop. It asks the customer to report 
whether or not the work was satisfactory. 


available to Chevrolet car owners. One campaign in- 
volved the mailing of three cards at intervals of two 
weeks (these being in addition to the one-cent “Shop 
Specials” cards), which were cleverly worded and well 
illustrated. 

The first card was titled “Doctors of Motor Ills” and 
showed a service salesman analyzing an owner’s car 
troubles. This card read as follows: 

“You may not know what is wrong with your car 
or have any idea how to remedy it, but you can rest 
assured that our service superintendents can tell 
you. That’s their special business. 

“‘And with our extremely low flat rate prices, you 
can tell in advance how little the work will cost. No 
matter what kind of coach or motor repairs you 
need, you can have it done right here.”’ 

The next card in this campaign showed a view of the 
shop with “The Operating Room” as the caption, and 
read as follows: 

“It’s no wonder our specially trained mechanics 
turn out such phenomenally satisfactory work, in 
remarkably short time and at unexpectedly low 
prices. Here’s the secret— 


(Continued on page 28) 


The parts and accessory department in the Baldwin store 
adjoins the new car sales floor and is easily accessible from 
the front entrance. 


13 











This business getting truck is a fine example of efficient 


tow truck design 


ES SIR, our service truck sure is worth 
while!” 

The speaker, who has been in the garage 
business for a number of years paused and 
then continued: 


“When you realize that our truck as a moving adver- 
tisement for our shop makes money directly and also 
brings in the big jobs in which there is real profit you 
will get what I mean.” 


He was right. His truck was busy much of the time 
preforming many of the little service jobs that do not 
necessitate towing in the car and then there would 
come the big jobs—glass to replace, a frame to 
straighten or replace, wheels to be replaced, front and 
rear axles to overhaul, and so on with the big work that 
brings in profits. 

When receiving a call for assistance always try to 
learn the nature of the trouble. “I’m stuck,” may mean 
anything from out of gas to sunk in the mud. If the 
former is the case by all means take a special spare 
gas container with you and sell it to him full of gasoline. 
Of course you will also take him a supply in your own 
service gasoline can. 

Should the call be for the purpose of getting the car 























This job was towed 120 miles without 
difficulty. 
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Helping the Break-Downs and Tow- 
ing in Disabled Automobiles Con- 
stitutes a Good Business for the 


Shop ThatIs Well Equipped 


By C. EDWARD PACKER 


LEVENTH Article in the “Equipped 
iD for Profit” Series. 








EQUIPPED FOR PROFIT 
Towing and Wrecking Service 


The foundation of a successful service car is a 
strong and reliable chassis. On this, a good body 
well painted, will make a good advertisement for 
any shop. But the proof of the service trucks is in 
its ability to serve. Following are some pieces of 
equipment that are either useful or necessary on the 
service truck: 

A wrecking crane will cost between $100 and $250 
for a very capable one. Larger sizes naturally run 
into more money. 

Working with this item come tow bars at $13 to 
$15. Wheel truck for ‘floating’ disabled cars will 
cost between $55 and $85. Where it is likely that 
cars may have to be pulled up from a stream bed 
or very deep ditch a special winch with 100 to 200 
feet of cable would be helpful. Such a device with 
100 feet of cable costs about $65. 

In addition to these items the truck should be 
equipped with a fire extinguisher and powerful spot- 
lights. The lights should be capable of throwing 
their rays in any direction. <A tool kit with a com- 
plete line of mechanics tools is also necessary. In 
addition to that, means should be provided for carry- 
ing supplies of gasoline and oil. 




















out of the mud the accessories to take with you are 
tire chains and a good tow rope. The car that carries 
such equipment can generally get itself out of ordinary 
mud holes, or with the help of the tow line a passing 
motorist will usually give the necessary assistance. 

If tire trouble is the cause of the call one should try 
to find out the size of the tires on the car and then 
take a casing and tube of the proper size. Shoes, patch- 
ing outfits, a jack or a pump, may also be needed and 
many an extra sale will result from taking along these 
items. 

Of course one can not carry the whole accessory case 
along, but by a little questioning when the call is re- 
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Business with a 


Service Car 


TYPICAL TOWING PRICES 


‘What will it cost,’’ is one of the questions asked 
most frequently of the service man. In towing work 
it is helpful to have a map of the vicinity in whigh 
one operates and to mark out zones within a given 
radius of one’s shop. Generally by taking one’s 
place of business as a starting point and with a com- 
pass drawing circles at intervals of a mile a series of 
uniform zones will be established. 

Then when a call is received and the location given 
the price for the zone in which the car is located 
can be quickly given. 

Many concerns charge 50 cents a mile each way, 
or in other words a car in the first zone would be 
towed in for $1. If a car must be pulled out of a 
ditch a charge in addition to the mileage is gen- 
erally made, depending on how difficult the job is. 





























ceived, and a little judgment in selecting the items that 
will make the strongest appeal under the circumstances, 
many an extra dollar can be added to the profits that the 
service car makes possible. 

The direct profit from towing is only one of the 
profits that a good service car makes possible. It is the 
profit from the large repair jobs that the car brings in 
that makes it worth while. 

First impressions are lasting. When the motorist 
summons your car he is likely to be in a down hearted 
and critical) mood. A bad appearing car that looks 
barely able to take care of itself will not inspire any 
confidence. On the other hand if the service car is of 
good appearance and has the necessary equipment to 
properly handle the work, and the operator goes about 
the job in a business like manner, the motorist becomes 
sold on your whole establishment at once. He has the 
confidence that your organization will be able to put 
his car in good condition again. Such confidence means 
that you get the big job instead of having the car taken 
elsewhere for service or having only sufficient work done 
to get it running again. 


Selecting the Equipment 


For a good service car the first requirement is a truck 
or stout car chassis that, while it may be old, is in good 
running order. On this a substantial body and cab must 
be mounted. 


A very capable outfit for 
bringing cars out of the 
ditch. 
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A special “float- 
ing” truck for 
bringing in 
wrecks that 
have both ends 
so demolished 
that they will 


not roll. 





With this foundation on which to start one should 
now consider the selection of a wrecking crane. It 
should be remembered that some jobs may be rather 
heavy and it is good economy to choose apparatus that 
is conservatively rated and amply strong for any load 
that the truck can handle. 

Not all wrecked cars will be merely on the level 
ground. Some may be deep in a ditch, others may be 
over a railroad embankment, even in the cities. Others 
may have all wheels off. The service car must be able 
to meet these conditions. 

For the former it will be necessary that the hoisting 
equipment have considerable range as it will be neces- 
Sary in many cases to use this to hoist the car up to the 
level of the road. Only in a few cases it is possible 


(Continued on page 21) 


Vithaheavy 
chassis and spe- 
cial equipment it 
is possible to lift 
wrecked cars 
from the road. 
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“Our Business is 
Picking Up.” And 
why shouldn’t it 
with this capable 
kind of wrecking 
tackle. 


DLL A CLG. LORIE NER sa om 


“WANAANS 
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A neat and practical service truck made 
from a passenger car chassis. 
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Tire Dealers Oppose Taking 


Used Casings in Trade 


Other Resolutions Adopted by National Association Call for Factory 
Definition of “National Accounts” and Establishment 








On Trading New for Old 


Recognizing the tremendous loss- 
es incurred in the automobile in- 
dustry through promiscuous trad- 
ing of new merchandise for old, 
be it resolved that the membership 
of the N. T. D. A. refrain from in- 
dulging in the trading in of used 
tires —A resolution adopted by the 














National Tire Dealers’ Association. 








organization, financing and pro- 

gram were instituted at the sev- 
enth annual convention of the National 
Tire Dealers’ Association, held at the 
Hotel Peabody, Memphis, Tenn., Novem- 
ber 16, 17 and 18. 

Dealers from 46 states were present 
and the convention was said to have 
been the most representative of the 
major tire distributing interests that 
has yet been held. Announcement of 
the drop in tire prices made on the 
eve of the convention frustrated hopes 
of officers and the local arrangements 
committee for a record breaking at- 
tendance. Scores of telegrams were re- 
ceived from dealers who had made res- 
ervations stating that they were unable 
to attend on account of the price situa- 
tion. 

Hubert V. Eva of Duluth, Minn., was 
‘elected president, and Louisville, Ky., 
was selected as the next convention 
city. Delegates from Minneapolis and 
Los Angeles made a spirited fight for 
the next convention. Mr. Eva was for 
many years identified with Chamber of 
Commerce work and is an organizer 
and executive of recognized ability. For 
seven years he has been at the head of 
the H. V. Eva Tire Co. of Duluth. 


Truck tire dealers were very active 
at the convention and as a result the 
solid tire division promises to become 
a more and more important factor in 
the association. This division held a 
number of group meetings which were 
presided over by A. M. O’Leary of Chi- 
cago. Plans worked out in conference 
were adopted practically without 
change by the convention. These pro- 
vided for the creation of the office of 
second vice-president of the National 
Association, to have direct charge of 
the truck tire division. Mr. O’Leary 
was later elected to this office in rec- 
ognition of his zeal and the special 
study he has given to problems of the 
solid tire trade. The solid tire divi- 
sion proposes to organize state and dis- 


16 


Pe erecnization, changes in plan of 


of Better Business Bureau 





ie 


Officers of the National Tire Dealers’ Association. Left to right, front row: 

H. C. Baker, secretary; H. V..Eva, president; H. A. Ruhnke, retiring president; 

A. M. O'Leary, second vice-president. Standing: A. L. Glick, director; H. D. 

Horton, director; J. H. Walsh, director; A. P. Woehrle, director; R. W. 
McCaughan, treasurer 


trict associations throughout the coun- 
try. 

Among other changes in organization, 
the office of secretary-treasurer was di- 
vided and an officer elected for each 
position. H. C. Baker of Minneapolis 
was elected secretary and R. W. Mc- 
Caughan of Memphis treasurer. 

Discussions throughout the conven- 
tion on various subjects showed that 
one of the greatest weaknesses of the 
national association was the lack of 
finances to properly conduct its work. 
A number of plans for supplying ade- 
quate funds were discussed. Some fa- 
vored basing the dues upon the volume 
of business handled by the members, 
but it was decided that this would in- 
volve too much clerical work. Finally 
it was agreed to raise the membership 
dues from $10 to $25 a year. With the 
increase in membership expected, it is 
believed by the officers and members 
that this will provide sufficient funds 
for more aggressive work. 

Solution of the financial problem 
paved the way for what promises to 
be the most pretentious program that 
has ever been attempted on behalf of 
the tire dealers. First, the new execu- 


tive board proposes to employ a field 
representative who is thoroughly fa- 
miliar with the problems of the tire 
dealer and also with organization work. 
He will be expected to travel the entire 
country; visit state, district and local 
associations; assist in obtaining data 
on business conditions and merchandis- 
ing methods and have general super- 
vision of the proposed nationwide mem- 
bership campaign. 

Much enthusiasm was shown in the 
convention for the establishment of a 
better business bureau as a part of the 
association’s educational work. The 
new Officers propose to launch this 
movement at once. 

The work of the proposed bureau was 
outlined in a general way in the reso- 
lutions adopted by the convention, which 
said, in part: 

“Resolved, That the N. T. D. A. have 
formulated and distributed to its mem- 
bers a chart showing all of the items 
that enter into the cost of operating a 
tire business, both retail and wholesale, 
which will enable each member to find 
his exact cost of doing business, there- 
by giving him a rule with which (to 
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John A. Nichols Jr. Gives Plan for 
New Knight Car 


Producing Company’s Personnel Includes Several Former 


Officials of Dodge Brothers, Inc. 


six cylinder Knight sleeve valve 

motored automobile to sell in the 
$1,000 class, and which will be manufac- 
tured by a new company being organ- 
ized in Detroit, will be an event of 
March or April, in the opinion of John 
A. Nichols Jr., who will be president of 
the corporation. 

Since announcement was made sev- 
eral days ago that a new motor com- 
pany is being organized, there has been 
much comment about it in the industry, 
and, in a discussion of the plans the 
organization has in mind, Mr. Nichols 
made some very interesting disclosures. 
Mr. Nichols, incidentally, is well known 
in the industry through his long con- 
nection with Dodge Brothers, Inc., 
where he served as general sales man- 
ager and later as vice-president of the 
corporation. 

Associated with Mr. Nichols in the or- 
ganization are several executives well 
known in the industry. John N. Willys, 
president of the Willys-Overland Co., is 
lending his endorsement and financial 
support to the new enterprise, and D. R. 
Wilson, vice-president and general man- 
ager of the Wilson Foundry Co. of Pon- 
tiac, well known builders of Knight 
sleeve-valve engines, and Frank Tillot- 
son, prominent Detroit banker, will be 
members of the board of directors. 

R. N. Harger, formerly director of 
advertising and sales promotion for 
Dodge Brothers, and for the last two 
years director of Dodge Brothers 
(Britain) Ltd., will become vice-presi- 
dent. R. H. Allen, who was director 
of purchases for Dodge Brothers for 
several years, will also be connected 
with the organization in an executive 
capacity. 

As general sales manager the com- 
pany has selected F. H. Akers, who has 
resigned his post as assistant director 
of sales of the Chrysler Corp. to become 
affiliated with the new company. Be- 
fore joining the Chrysler organization 
he was well known as general sales 
manager of the Reo Motor Car Co. 
| “For years the Knight engined au- 
tomobiles in the higher priced ranges 
have distinguished themselves and there 
is a growing tendency on the part of 
many that a Knight motored car in 
the lower price class would suit their 
needs,” Mr. Nichols said. “We are sat- 
tisfied that the time has arrived when 
there is a large group of potential buy- 
€rs who are eager for such a car at a 
popular price and we are introducing a 
product which we are confident will fill 
this demand. 


ie premiere showing of the new 
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By LEWIS DIBBLE 


John A. Nichols, Jr., president of com- 
pany being organized to manufacture 
a new Knight engined automobile. 


“Through an advantageous arrange- 
ment the company will be in a position 
to buy materials and such units as we 
purchase, at the lowest possible price 
because we will be able to get quota- 
tions from our various connections 
based upon their tremendous produc- 
tion and our large potential possibil- 
ities. 

“As I stated before, we are building 
our car to fill the needs for a low priced 
Knight automobile, and we feel that we 
will be filling a newly created market. 

“There will be no stock selling cam- 
paign in connection with the organiza- 
tion of this company. All the stock is 
already subscribed and paid for. As 
soon as we can complete our incorpora- 
tion papers they will be filed, most 
likely under the laws of Michigan.” It 
was stated that the name of the com- 
pany and the name the car will bear 
will be announced following filing of 
the necessary papers. 


In reply to questions on how the com- 
pany will recruit a dealer organization, 
it was said that organization work will 
be started immediately so as to have a 
full representation in the field for the 
introduction of the car in the spring. 
The company, said Mr. Nichols, will not 
demand exclusive contracts. 


“Years of experience in the motor car 


business have confirmed the judgment 
that to be permanently successful, a 


manufacturer must have a product that 
is of consistent high quality and public 
appeal and a dealer organization that 
is happy. On this definite foundation 
all policies of this company will be 
built,” he said. 


During the time Mr. Nichols was at 
Dodge Brothers, two policies were put 
into force which have been considered 
as sound and as advanced ideas in the 
merchandising of automobiles as have 
been introduced to the industry. The first, 
and perhaps most outstanding, was the 
idea of installing a uniform accounting 
system in all the dealerships. This not 
only tended to keep the dealer better 
informed on the exact status of his 
business, but it also gave the manufac- 
turer information which put the latter 
in a position to assist the dealer. The 
second was the establishment of the fac- 
tory’s used car department. 


Incidentally, it is doubtful if many 
people who know that Mr. Nichols, be- 
fore achieving a reputation in the auto- 
motive industry, was a newspaper man 
who got his start back in the late nine- 
ties covering sports for the Associated 
Press, principally prize fights. 


Born on a farm near Syracuse, N. Y.., 
he lived the life of the average farmer 
boy, going to the country school and 
later to the Syracuse high school, and 
after graduating he matriculated at Cor- 
nell university. Upon completing his 
college education he took his first job 
as a “cub” with the Associated Press in 
1896. 

After some experience with the A. P. 
he worked for various New York papers 
and was later named managing editor 
of the Syracuse Post Dispatch. After 
four years he was advanced to business 
manager. After five years service in 
this position he could see a future in 
the automobile business and resigned to 
go with the Franklin Company. For 
two years he was in the Pacific terri- 
tory for Franklin, when he was named 
superintendent of branch houses. 
Franklin then sent him out to the 
Northwest as sales manager of that vast 
territory, and he remained until 1914, 
when he joined Dodge Brothers, Inc., 
then just organizing. 

Until 1920 he was the Seattle repre- 
sentative for Dodge Brothers, when he 
was named New York district represent- 
ative. In 1922 he was called into the 
factory as general sales manager, a post 
he held until 1925, when he was elected 
vice-president. He resigned early this 
year when he retired from the Dodge 
Brothers organization. 
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Hupmobile Gives Parts Discount 
to Selected Independent Dealers 


By LEWIS DIBBLE 





garages will be granted a 25 

per cent discount on genuine 
Hupmobile replacement parts as a 
result of a new policy which has 
just been adopted by the Hupp 
Motor Car Corporation. 


The plan has been evolved by 
the Hupmobile organization with 
the paramount idea of convenience 
for the car owner and to assure the 
placing of genuine parts in Hup- 
mobile automobiles and was de- 
cided upon after long and careful 
study. For the privilege of obtain- 
ing Hupmobile parts at a discount 
the garage agrees to use only gen- 
uine Hupmobile replacement parts 
bought from authorized Hupmobile 


(* ERTAIN selected independent 


— Application for Privilege of Selling Genuine 


@ Hupmobile Replacement Parts @ 


4 -y 1. application for the priv 


A ds elling Genuine _— t Parts f H 
Motor Car Corporation, its Distributors or Dea ” — PaaS Sep 


Name a 





oe mnerineneneneants rend ae a 
My garage comprises the following: 


Shewroom Size EE | 


Car Storage Accommodations ............0.0.0......- ss Car Repair Accommodations... = 


1 ordinarily employ... -~-——.—....- Mechanics, Repairing on an Average __. neem upmeobiles Per Day 


I Charge ee 2 jf; 
I have the following tool equipment: 


— .Use Plat Rate to Customers 











The care usually serviced in my garage are of the following makes: 





I am a direct dealer for the following makes of cars: 





I am a eub-dealer for the following makes of cars: 





I have an agreement similar to this with 











(Give Details if Any) 
In return for the privilege of obtaining Hupmobile parts at a discount I agree to observe the following conditions. 


ried in a neat little leather folder 
bearing the Hupmobile trade-mark, 
is mailed to the independent garage. 

The applicant, after giving his 
name and address, fills in blanks 
which show the size of his show- 
room, car repair accommodations, 
number of mechanics ordinarily 
employed and the number of Hup- 
mobiles repaired a day. The blank 
also specifies whether work is 
charged for by the hour or by flat 
rate. The application also provides 
a section showing the makes of 
cars ordinarily serviced in the 
garage, whether the independent 
dealer is a direct dealer or a sub- 
dealer for any make of cars and 
whether or not he has an agree- 





distributors, or dealers, and is also ment similar to Hupmobile’s with 


(1) To use only genuine Hupmobile replacement parts bought from authorized Hupmobile Distributors,.or Dealers. 


given to understand that the ac- (2) It iy understood that acceptance ofthis agreement does not give me the exclusive privilege of sling genuine parts in the ce any other companies. 
ceptance of the agreement does not Oct i ny mnt ese ype Soe won fa sy as prs The garage agrees that it will not 


(4) ome ome e © sell new Hupmobile replacement parts at price: 
t pric @ subject to change without notice. 


(5) Pee ch pr application is approved, is to be used by me subject to the following 
ransfe mai ot] wi be groomed enty ty ¢ person authorized by m 2 tes $45 ¢ of the parts discount. 
a se 
time 


© exceed those shown on the invoice, it being understood 


use the name of the Hupp Motor 
Car Corp., or name of the distrib- 


give him the exclusive privilege of 
selling genuine parts in his par- 





ticular city or town. 

By the Hupmobile plan, it is in- 
teresting to note, independent 
garages will not make application 





_ 


iv: 
i of parts at a discount may be withdra: 
(c) z privilege purchasing y wn 





~~ Hiapmabile Diseribeter ey 


a By 


Hupmobile Dealer 
ee 





(This copy to be retained by the Distributor or Dealer) 


utor or dealer with whom the 
agreement was made as a part of 
its firm name, or designate its 
place of business without full 
authority from the parties inter- 








to the manufacturer for the dis- 
count privileges, nor will the fac- 
tory solicit the independent garage, 
this phase of the plan being left 
up entirely to the distributor and 


Application blank used by independent 
dealers to get 25 per cent discount on Hup- 
moDbile parts. 


ested. 

It is further agreed by the garage 
that it will sell new Hupmobile 
parts at prices not to exceed the 
prices as shown on the invoice, and 





dealer organization. 


Courtesy discount cards entitling 
the holder to a 25 per cent discount 
on Hupmobile parts, will be issued 
to independent garages by the dis- 
tributors and dealers in the re- 
spective territories after the inde- 
pendent garage has met the re- 
quirements as laid down by the 
corporation, besides winning the 
approval of the dealer in the 
territory. 


In limiting the number of inde- 





GENUINE HUPMOBILE PARTS 
SPECIAL DISCOUNT 


@p 


Chis Certifies that 








An Established Automobile Business Located at 





is entitled to a cash discount of 25% from the published 
This privilege is not 


prices of Genuine Hupmobile Parts. 
transferable and may be withdrawn at any time. 


(see other side) 


it is understood that these prices 
are subject to change without 
notice. 

Provision is made that the dis- 
count card is not transferable and 
‘is to be presented only by the 
person to whom issued, and, if 
irregularly used will be taken up 
by the authorized representative 
of the distributor or dealer. It is 
also provided that the privilege of 
purchasing parts at a discount can 
be withdrawn at any time. 








pendent garages which will receive 
the courtesy, the corporation has 
kept several various factors in 
mind, according to C. E. Salisbury, 
director of service. 

There are various independent 
garages which do considerable work on 
Hupmobile cars of a satisfactory nature 
and the corporation believes that many 
of these garage operators prefer to use 
genuine parts exclusively, and, it has 
been largely for this reason that the 
plan has been adopted. 

The number of garages to whom the 
courtesy will be extended is being lim- 
ited for two reasons. First, the corpor- 
ation will not expect dealers to extend 
the courtesy to independent garages 
which are openly in competition with 
the dealer’s service station, and sec- 
ondly, and probably more important, 
it is the intention that only inde- 
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This card is issued to dealers and garages 
who are approved for discount on Hupmo- 
bile parts. 


pendent garages doing a satisfactory 
class of work shall be selected. 

In examining the application blanks 
which the corporation has had printed 
and which are now in the hands of dis- 
tributors and dealers, it is perhaps 
easier to explain how the courtesy cards 
are issued. 

The application blanks, entitled 
“Application for privilege of selling 
genuine Hupmobile replacement parts” 
are printed in triplicate, one copy going 
to the applicant, one to the dealer issu- 
ing it and the third to the factory. When 
it is received at the factory over the 
approval signature of the Hupmobile 
dealer, the courtesy discount card, car- 


Officers Elected 

AN FRANCISCO, Cal., Nov. 27.— 

The Automotive Equipment Man- 

ufacturers’ and Distributors’ Asso- 
ciation, at its annual meeting and 
banquet in the Clift Hotel here, named 
E. A. Cornely as president. Harry D. 
Schroder was chosen vice-president; 
L. B. Carpenter, treasurer; Elliott Ep- 
steen, secretary; Samson J. Stern, ex- 
officio; and Walter R. Malm member of 
the board of directors. Robert W. 
Foyle was re-elected to’ the chairman- 
ship of the board of directors. George 
Wahlgreen, manager of the annual San 
Francisco show, was the guest of honor 
and spoke on the benefits of automo- 
bile shows to the automotive trade in 
general. Indorsement of the placing of 
exhibits by its members in the annual 
automobile show was postponed. 


Motor Age 
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New Chandler DeLuxe Sedan Brought 
New York Show 


Out for 


HE Chandler-Cleveland Motors 

Corporation has brought out a new 

luxurious five-passenger sedan to 

be known as the Big Six Metropolitan 

Sedan De Luxe. It will be shown for 
the first time at the New York show. 

The new car is finished in a striking 
duotone lacquer combination of Ards- 
ley green and apple green. The roof 
is of one piece extended, with sun visor. 
There are full nickel head and cowl 
lights; slender steel corner posts and 
rigid clear-vision body. 

Upholstery is distinctive and luxuri- 
ous. This is an attractive gray-blue 
mohair over softly padded Marshall 
springs with overstuffed, buttoned seat 
cushions and backs. In the front com- 
partment the dash and door jambs are 
finished in gray lacquer to harmonize 
with the upholstery. All doors carry 
Circassian walnut finished panels with 
decorative inlay to conform with the in- 
strument board effect, which is also of 
Circassian walnut indirectly lighted 
from above and contains a gasoline 
gage and an indicator to show the tem- 
perature of the cooling system. The 
under sides of the cowl and windshield 
guides are upholstered in the same 
gray-blue mohair as the body. 

A smoking set and vanity case are 





Chandler Metropolitan Sedan DeLuxe, listing at $1,695 


additional conveniences. Silk curtains 
are on the back and rear quarter win- 
dows. There are arm rests at oppo- 
site ends of the wide overstuffed rear 
seat with silken toggle grips above. A 
heavy silken robe cord with tasseled 
pull ends and a sturdy, upholstered foot 
rest are additional comforts. 

In the rear compartment two read- 
ing lights adorn either end of the upper 
structure. The light switch is cleverly 


concealed below the rear seat. 

Other details are a protective strip of 
leather anti-squeak material between 
the fenders and body structure, alumi- 
num door sills and aluminum Grip mold- 
ing encircling the roof. The roof has 
metal quarter sides, and a metal front 
and back, finished in Ardsley green, 
conforming with the body. 

The Metropolitan Sedan De Luxe is 
priced at $1,695. 





Red Ball Gasoline Gage 


Operated on the gravity 
principle and easily read 
from the driver’s seat a 
hew gasoline gage for 
late model Fords is be- 
ing manufactured by the 
Woodstock Metal Products 
Company, 326 West Madi- 
son Street, Chicago, and 
distributed by the Carl H. 
Hoper Company, at the 
Same address. 


This device is known as 
the “Red Ball Gasoline 
Gage” and consists of a 
glass tube protected in a 
nickel casing with knurled 
nickel finish at top and 
bottom. Installation is 
easy and the gage lists at 
$1.75. 
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Free Light Tests Made 

a Permanent Practice 
The free night tests for headlights, 
which were available to the general 
motoring public in Kansas City, Mo., 
last spring, have been made a perma- 
nent institution in that city. The Au- 
tomobile Club of Kansas City has in- 
stalled a permanent station where such 
tests may be made free of charge at 
the general offices of the club at 
Twenty-seventh and Main Streets. The 


December 2, 1926 


Nash Announces New 2-Door Sedan in Light Six Line 





Nash Light Six 2-Door Sedan 


NEW 2-door sedan on the Light 
A Six Series chassis is announced 
by The Nash Motors Company. The new 
model at $925 is the lowest priced sedan 
ever offered by Nash. 

It has comfortable accommodations 
for five passengers and the doors are 
unusually large and sturdy. The front 
seats are of the parlor car type and 


greatly facilitate entrance and exit. 
Standard equipment for this model 
includes 4-wheel mechanical brakes of 
special Nash design, five disc wheels, 
an oil purifier, an air cleaner and many 
other attractions such as double-beam 
headlights, gasoline gage on instrument 
board, windshield wiper, combination 
stop and tail light, and radiator emblem. 





club offices will be kept open until 12 
o’clock, midnight, each day. 

The lighting tests were sponsored first 
here last spring when a campaign of 
one week’s duration was staged by the 
allied automobile trades, the Kansas 
City Safety Council and other similar 


organizations. The greatly enhanced 
factor of safety in night driving re- 
sulting from the campaign was consid- 
ered so beneficial to both the motorists 
and to the public at large that the 
Automobile Club here decided to main- 
tain a permanent testing station. 
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AN ENGLISH IDEA is a SIDNEY SMITH’S No. 348, featured in his car- 

roadside First Aid Kit toons since the time of Old Doc Yak, has always 

place where accidents are been a reality. Sid is a speed bug and his latest 

liable to happen. This 348, a special Marmon, averaged 92 m. p. h. 

should be quite as effective on the Indianapolis bricks with maximum of 

as Ohio’s Crosses and a lot 115 m. p. h. It has supercharger, special cams 
more useful n’ everything. 





THIS SEEMS TO BE FAT MAN’S DAY. At the left T. W. Wickham, 416 lIbs., claims to be the heaviest and 
biggest man in Missouri and also that in his Pontiac coupe there is plenty of room for him and a 200 pounder 
beside. The others with the President, Big Six Studebaker, capitalize their fat in the movies. They are Fatty 
Alexander, 425 lbs.; Kewpie Ross, 315 Ibs., and Fat Karr, 300 Ibs. The President has 26-in. doors. 
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Picking Up Business Witha 
Service Car 
(Continued from page 15) 
to hook on to the wrecked car and tow it to the road 
with the power of ‘the truck. 

If all wheels are off, or if the accident has damaged 
the axles considerably, it will be necessary to have 
spare wheels with stub axles to bolt on, or to use an 
“auto ambulance” or towing truck. One very large 
wrecking crane that is equipped with double booms is 
so designed that the wrecked car can be picked up clear 


of the road and here the handling of badly wrecked 
cars is simplified. 


Handling the Odd Jobs 


While the main duty of a wrecking and towing truck 
is to handle heavy service work many smaller jobs will 
be encountered. For this work a good assortment of 
mechanics’ tools should always be carried on the tool 
box of the truck. 

Such items as assorted bolts and nuts, insulated wire, 
soft iron wire, and adhesive tape are useful. 

Many of the service calls that are received during the 
winter time will be on account of water that has frozen 


gow 


ner retony 


Scena 


An inexpensive but very capable outfit. This is a profit 
builder for a Ford dealer 











The Motorist Will BUY Accessories from 
the Service Car 


When one is stranded because of failure to have 
good tires, enough gasoline or oil, proper equipment 
in the way of tire chains and the like he is ready 
to take steps right then to prevent getting caught 
again. Make your service trips doubly profitable by 
selling accessories. 

Nature of the Call. 

Out of gasoline. 


Acessories to Sell 

Spare gasoline can or 
complete set of gas, 
oil, and water con- 

2 tainers. 

Spare quart or gallon 
cans of oil or complete 
set aS above. 

Tire chains, tow line. 

Casings, tubes, patching 
outfits, shoes. 

Gasoline filter. 


Out of oil. 


Stuck in snow or mud. 
Tire trouble. 


Clogged gasoline line. 




















in the gasoline system. One very convenient way of 
thawing out frozen lines, vacuum tanks, strainers and 
the like, is to make use of the heat of the exhaust from 
the service truck. This is conveniently done by plac- 
ing a regular heater valve in the exhaust pipe of the 
truck and connecting 10 to 14 feet of flexible heater 
tubing to the valve. 

By speeding up the truck engine and retarding the 
spark, considerable heat is thrown from this flexible 
tubing. This will very quickly thaw out the frozen part. 

Care should be exercised to see that the truck engine 
is hitting evenly, as misfiring may shoot flame out of 
the tube and possibly start a fire. 

Having the equipment to bring in a badly wrecked 
car, or to make a minor adjustment to a stalled car and 
send it on its way, is essential. But equally essential 
is the manning of the truck with a mechanic who knows 
when to bring in a car for repairs and when to do the 
work on the spot. 

An intelligent and industrious service man will make 
a good service truck a great asset to the shop. 














Tire Dealers Oppose Taking 
Used Casings in Trade 


(Continued from page 16) 
measure the conduct of his own busi- 
ness. 

“That the N. T. D. A., without in any 
way sponsoring the idea of time pay- 
ment selling of tires, shall collect and 
distribute to its members the complete 
plans of those systems that are seem- 
insly most satisfactory.” 

As rapidly as the work can be or- 
ganized, the proposed bureau will make 
available to the membership studies on 
all phases of tire distribution that will 
prove helpful in raising the standards 
of the business and make better and 
more prosperous dealers. 

Nearly every discussion before the 
convention emphasized the need for 
Some agency to bring about a closer 
contact and a better understanding be- 
tween the manufacturers and dealers. 
To meet this need, a resolution was 
adopted, which read: 

“Be it resolved—that the N. T. D. A. 
request the tire division of the Rubber 
Association of America to place and 
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maintain in the field at all times, a man 
or group of men to function as manu- 
facturer-dealer relation men, reporting 
to the Rubber Association of America 
those things which nationally seem to 
cause most grief to the dealer.” 

The abuse of national accounts and 
the prevailing methods of handling 
motor bus tire sales were two subjects 
discussed at length by both the truck 
tire division and the convention proper. 
It was the general opinion that these 
and similar problems could best be 
solved through negotiations conducted 
by officers or representatives of the 
national association with the proper 
representatives of the manufacturers. 

As the first step in these negotiations, 
the convention adopted a _ resolution 
calling upon the Rubber Association of 
America to announce a concrete defi- 
nition of the term “national account.” 

Mail order competition was given 
slight consideration in the convention, 
although several members said that 
they had established mail order depart- 
ments that have proved profitable. Con- 
siderable interest was shown in the in- 
stallment plan of selling tires and it 


developed that the payment plan had a 
number of strong supporters in the con- 
vention. 

The convention went on record as en- 
dorsing the tire manufacturers’ guaran- 
tee of 90 days on pneumatic tires and 
six months on solid tires. 

The absence of uniformity in meth- 
ods of adjustments on defective tires 
was deplored in the meetings of both 
the solid and pneumatic groups. Trade- 
in evils also were touched upon in the 
resolutions, as follows: “Recognizing 
the tremendous losses incurred in the 
automobile industry through promiscu- 
ous trading of new merchandise for old, 
be it resolved—that the membership of 
the N. T. D. A. refrain from indulging 
in the trading in of used tires.” 

The new Officers are: President, H. 
V. Eva; first vice-president, S. B. Har- 
per, Fort Smith, Ark.; second vice- 
president, A. M. O’Leary, Chicago; 
secretary, H. C. Baker, Minneapolis; 
treasurer, W. R. McCaughan, Memphis. 
Directors elected were: L. G. Adams, 
Mobile, Ala.; H. D. Horton, Charlotte, 
N. C.; J. H. Walsh, Jacksonville, Fla.; 
Martin Barry, Baltimore, Md. 
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NEW THOUGHTS FOR BUYERS 


Improved “Rotor Accelerators” 


EVERAL new features have been in- 

corporated in the Williams ‘Rotor 
Accelerator” for Fords, a product of the 
Williams Bros. Aircraft Corp., San 
Francisco. The chief feature is the 
“non-slip” rubber roller on the foot 
pedal, itself, which rolls easily under 
the foot. This is said to afford excep- 
tional freedom of action and smoothness 
of control. The roller is fitted with 
brass bushings and being of rubber 
construction provides a shock-absorbing 
cushion for the foot. It is assembled 
with the full-floating underhood mech- 
anism, easily installed and requires no 
alterations. The Williams line now con- 
sists of two models, the “Standard” and 
the “Holley.” Both models come 
equipped with either the “Junior” or 
“Senior” Roller pedal. Either model 
equipped with the “Junior” sells at $1 
and with the “Senior” at $2. 


a 


Dus-Pruf Trunks 


6 outstanding feature of the DUS- 

PRUF all-steel automobile trunks, 
manufactured by the Dus-Pruf Metal 
Trunk Co., Detroit, is the U-shaped seal 
employed in the top and which fits over 
the three side edges of the trunk, form- 
ing a positive seal against dirt, dust and 
moisture. It is also claimed that this 
construction eliminates all rumble. 

Tops of the trunks are formed from 
One piece of cold rolled steel, slightly 
crowned, thereby eliminating corners 
formerly used as well as any wave in 
the metal. Three reinforcing channels 
in the back of the trunk eliminate rum- 
ble and add more strength. The 
U-shaped seal which is employed, is 
protected by patents owned by the com- 
pany which were issued to Fred Par- 
quette, May 25, 1926. 


New Apeo Timer for Fords 


LIMINATION of vibration in the 
timer is claimed for the new Apco 
Timer for Fords, made by the Apco 
Mfg. Co., Providence, R. I. This re- 





sult is said to be obtained by use of a 
round rotor which bears evenly on all 
contacts regardless of how wobbly the 
timer shaft might be and which insures 
a spark of equal intensity in all cyl- 
inders. Behind each contact post is a 
spring which allows the contact sur- 
faces to adjust themselves to the wobbly 
shaft under all conditions of uneven 
movement. No oil or grease is needed. 
A bakelite shell prevents possibility of 
short circuits. On the timer is marked 
the number of the cylinder to which 
contact must be made as well as the 
color of the wire attached to each con- 
tact. This feature facilitates correct 
connections. 


























New Westinghouse Air Springs 


NCLUDED in the line of Westing- 

house Air Springs now are two new 
passenger car models. One of these 
is the “Junior” which has been de- 
signed for use on light cars and the 
other is the “Midway” which is for 
medium weight cars, from 2500 to 3500 
pounds. 


List for “Junior” front end equip- 
ment (installed) is $75; uninstalled, 
$62.50. List for full equipment, in- 
stalled, $150; uninstalled, $125. ‘“Mid- 
way” front-end equipment, installed, 
lists at $100 and at $87.50 uninstalled. 
“Midway” full equipment lists at $200 
installed and at $175 uninstalled. 

One of the more recent additions to 
the Westinghouse line for passenger 
cars is known as the “Highway” model 
which was described in a _ previous 
issue. The new line also includes the 
“Transit” model, for heavy trucks up 
to 7% tons, double deck buses or extra 
heavy duty de luxe buses; the “Stage” 
model, for medium weight trucks and 
buses up to four tons and the “High- 
way Commercial,” for light trucks and 
buses, 114%4’tons and two tons and up to 
16 passengers. The manufacturer of 
these products is the Westinghouse Air 
Spring Co., New Haven, Conn. Prices 
west of Rockies and in Canada are 
slightly higher. 


Golden Gate Wind Wings 


OLDEN Gate Adjustable Closed Car 

Wings are said to serve effectively 
in eliminating the rush of wind into the 
enclosed automobile. They are made 
of brass, nickel plated or black enamel. 
Attachment is simple and the manufac- 
turers point out that they are attractive 
in appearance as well as being well 
made. With this equipment the car 
owner may be assured he can drive 
with the front windows down without 
foregoing the’ enjoyment of fresh air, 
minus annoying draft. The wings list 
at $15 and are made by the Golden 
Gate Brass Mfg. Co., San Francisco. 











New Westinghouse Air Springs 














Golden Gate Closed Car Wings 
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%, READERS CLEARING HOUSE 


Questions And <= 


Answers 





























Primer Better Than 
the Choke 


Q.—Will appreciate definite informa- 
tion regarding the effect on an engine 
caused by the use of the choke. Is raw 
gasoline sucked into the _ cylinder 
through the carburetor? If so, what 
damage, if any, occurs? Will the use 
of a primer reduce any damage (if there 
is any) caused by the use of the choke? 
E. Kurtz, 1061 W. 35th St., Chicago, 

The choke is ordinarily a damper 
very much like the damper in a stove 
pipe and when it is closed or partially 
closed it results in reducing the volume 
of air which goes through the carbu- 
retor and also results in increasing the 
speed with which the admitted air 
passes through. The object sought in 
using the choke is to get richer mix- 
ture or rather a normal mixture under 
conditions of cold operation, where 
gasoline does not readily evaporate. 
Due to the fact that the choke is always 
employed for cold weather starting 
when the gasoline evaporates very 
poorly, it is found that raw gasoline in 
addition to vaporized fuel is drawn into 
the engine cylinders. 

Even where gasoline vapor leaves the 
nozzle of the carburetor it will be found 
that a considerable quantity of it will 
condense into raw fuel when it strikes 
the cold surfaces of the cylinder and 
piston. For this reason the use of the 
choke results in a certain amount of 
fuel working past the pistons and get- 
ting into the oil in the crankcase. This 
thins out the oil and reduces its 
lubricating properties. It is for this rea- 
son as well as to eliminate dirt and im- 
purities in the lubricant that the recom- 
meéndation is usually made that the oil 
be changed every 500 miles or some- 
times more frequently in winter if short 
runs only are the rule. 

In the use of a good primer the fuel 
is more thoroughly vaporized than is 
possible with the use of the choke only, 
and accordingly there would be less 
tendency for the fuel to condense out 
of the vapor and form raw gasoline 
which would run down the cylinder 
walls. Another advantage in using a 
primer is that the intake manifold can 
be filled with combustible mixture be- 
fore the starter is operated so that the 
engine should start more readily and 
without the preliminary revolution or 
two necessary to draw up the fuel when 
the choke is used. 


CORRECTING SPEEDOMETER 
READING 


Q.—Could you send me the name or 
names of concerns making a piece to 
fit between the drive shaft and the head 
of the speedometer for the purpose of 
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multiplying the speed. I have installed 
speed gears in the differential and the 
speedometer drive is from the trans- 
mission and was put on for regular 
gears. It would be so much trouble to 
change the gears in the transmission 
that I would like to use one of these 
devices.—C. E. Peters, Dutch Mill Serv- 
ice Station, Gilman, Ill. 

The device you refer to is known as 
an adapter and is put in between the 
transmission and the drive shaft. These 
adapters are made in a great many dif- 
ferent ratios and in order to get the 
right one you should determine exactly 
how much too slow or too fast the 
speedometer is at some certain speed. 
For example if at a speed which you 
check to be 30 miles per hour by meas- 
uring along a road you find that the 
indication is only 26 then you should 
report this condition in ordering one 
of these adapters. We believe you can 
get these at authorized speedometer 
service stations. 
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Meaning of numerals: 11-25-26-p25 
means that the article is in the No- 
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Oil Pressure Low at 
High Speed 


Q.—We have had some trouble with 
a straight eight Jordan, 1926 model that 
has run about 12,000 miles. The oil pres- 
sure on this car drops to below 20 Ibs. 
if you run in excess of 40 miles an hour 
for about 30 min. Then if you slow 
down to 25 miles an hour the pressure 
will go back to about 40 lbs. The bear- 
ings are all tight and fit well. Oil 
relief is not stopped up and the pump is 
in good shape. Gage tests accurate. 
What could be causing this trouble?— 
Swartz Motor Service, 608 W. Univer- 
sity Ave., Gainesville, Fla. 


Of course you recognize that it is 
perfectly natural for the oil pressure in 
any forced feed system of lubrication 
to diminish after the oil has become 
thoroughly heated and as a consequence 
has thinned out. But in this case with 
the oil pressure increasing with a re- 
duction in speed of the car it would 
seem that there is some obstruction 
which makes it impossible to draw up 
to the pump the required quantity of 
oil. If the obstruction were on the 
discharge side of the pump the ten- 
dency would be to show an excessively 
high pressure reading. In the Jordan 
there is a liberal oil screen measuring 
approximately 3 in. by 5 in. through 
which the oil going to the pump must 
pass. However, in assembling the bot- 
tom pan to the engine it is possible to 
place this screen tight against the oil 
intake pipe which is about % in. in 
diameter. In other words the effective 
area instead of being 15 sq. in. which 
is the total area of your screen, is only 
an area of a circle % of an inch in 
diameter. If this is the case we would 
suggest that you bend the tube that 
goes to the pump at a slight angle so 
that it cannot come in flat contact with 
the screen, 

LOCATING THE KNOCKS 


Q.—What is the best method to go 
about to locate knocks in a motor, that 
is to tell whether the knock is in the 
main bearing, connecting rod, piston or 
the camshaft.—Wm. A. Fowler, Route 2, 
Montrose, Iowa. 


In the May 22nd, 1924 issue of Motor 
Age on page 17 is the start of a four 
page article on the location of engine 
knocks. If by chance you do not hap- 
pen to have this issue, we will be glad 
to make photostatic copies of this ar- 
ticle for you at 35c a page which will 
be $1.40 for the entire article. We are 
sending you gratis a list of thirty-four 
causes of engine knocks and hope this 


will be of some benefit. 
Q.—Is the sounding rod any good for 
the purpose of locating knocks? 


The sounding rod or a sonoscope is a 
great help in tracing down engine 
knocks. 
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By Tom Wilder 





Front Entrance Not So 


Good in This Case 


Q.—We have a lot 70 by 150 ft. on 
which we wish to build a garage and 
we would like some help on a plan. AS 
you will see from the sketch which I 
am sending you the lot is at the inter- 
section of two streets. We first thought 
of building two stories 50 by 75 ft. with 
a drive in off from 2nd Street, which 
has a grade which would bring it about 
right to drive into the second story. 
This would give us a chance to build 
on later if we wished. But we thought 
this would be too expensive for us at 
this time as it would have to be built 
better to carry the second floor. So we 
decided on a single story building 50 
by 125 ft. and set the building back 25 
ft. to allow for drive in station. 

Could you give me a rough estimate as 
to difference in price of constructing 
the two buildings? Also some advise as 
to building materials and heating system. 

We would like in the plan, office, ladies 
room, battery and electrical room, space 
for small machine shop, parts room, also 
space for second hand parts, men’s 
toilet. 

We thought of having office on right 
facing building from Will St., and la- 
dies room on left with room in front of 
each for display of radio and accessories 
in front window. We would use any 
room left over from space I have listed 
for storage. Would like shop to accom- 
modate about 6 cars. We will have a 
drive through the center of the building, 
with shop in rear.—<Auto Electric Serv- 
ice Co., Coudersport, Pa. 


We are not using a center entrance 
in your building for the reason that it 
is practically impossible where you use 
a filling station in front. Of course a 
driveway could be put between the two 
pumps, but much of the time the filling 
station would interfere with your en- 
trance and the rest of the time your 
entrance would interfere with the filling 
station. 

With the entrance on the side as we 
have made it the entire frontage will 
be open for use in accessory sales and 
office purposes and there will be space 
for the electrical and battery depart- 
ment as well making it convenient to 
service customers at the filling station. 
We have also made another suggestion 
and that is that you use a 55 ft. wide 
building instead of a 50 ft. This will 
give you space for car service on one 
side and storage on the other, with a 
good aisle space between. This will be 
a better position for the repair shop 
than against the back wall since that 
wall will practically be under ground 
with no possibility of window lighting. 

We have made the car entrance on 
the back of the building rather than 
on the side where the side street is, 
for the reason that this street has a 
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The two story layout such as suggested in your letter could be more easily 
added to later than the one story building, but we would suggest the 55 ft. 
width in either case. 


steep incline so that if located on the 
street side there would need to be a 
considerable ramp inside the building 
which would be undesirable. On your 
own lot you could excavate this strip 
which would be 15 ft. wide down. to the 
level of the front street so that there 
would be no up and down driving to get 
into the shop. 
Buildings of this kind usually cost 
from $2.00 to $3.00 per square foot of 
floor area and it does not make a great 
deal of difference whether your area is 
on one floor or two. What is saved on 
the lighter construction of the one story 
building is spent on the greater per- 
centage of roof and foundation com- 





pared with floor area. The two story 
75 ft. deep building would not cost ma- 
terially more or less than the one story 
150 ft. deep building. 


If you are interested in keeping the 
cost down we would advise using the 
materials which are most easily and 
cheaply obtained in your vicinity, brick 
and hollow tile are always good if of 
good quality. 

We prefer steam heat as giving better 
distribution of heat in a building with 
as much area as this. Hot air furnace 
heat would be cheaper but not so easily 
controlled and more subject to weather 
conditions. 
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LEGAL QUESTIONS ANSWERED 
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SIGNED ORDER GIVES LIEN 

Q@.—I repaired a car this summer at 
the request of a customer (the owner of 
the car) who signed an order blank, a 
copy of which I enclose. After the re- 
pairs were made the owner called for 
the car, the day being Sunday, and he 
came a distance of 12 miles with a 
friend. When he came into the office to 
pay the bill he did not have sufficient 
cash to pay the bill, but stated he would 
be back the next week and settle the 
rest of the bill. I let him have the car. 
He did not come back to settle the 
charges so I sent him a bill about a 
month later. He wrote me a letter but 
never showed up. What can I do to col- 
lect same in a legal way as I am not 
familiar with the laws here.—<Albert N. 
Jenson, Lipsitz & Jensen, Avoca, Wis. 


From the repair order signed, your 
customer gave you a lien for your 
charges by this contract. The statutes 





of Wisconsin gives you a lien for re- 
pairs with the right to retain posses- 
sion. The statute is not specific but by 
inference the lien should not be lost 
by relinquishment of possession. Now 
you can bring action to foreclose on the 
lien, using or claiming both rights— 
statute and contract—and if you should 
fail in establishing a lien, still you can 
obtain a money judgment for your 
proper charges. Of course if you can 
establish a repairman’s lien, this will 
have priority up to $75 over any prior 
recorded lien—this preference may 
prove valuable in other lien claimants. 
as a chattel mortgage holder should 
turn up. 


Foreclosure is had in the county or 
circuit courts. 
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Check Up on Clearance 
At Side of Gears 


Q.—We have a 1925 Kissel six that is 
giving us trouble in keeping up the oil 
pressure. The gage will show about 35 
lbs. pressure when the oil is fresh or 
cold, but drops back to almost nothing 
as soon as the oil gets warm. We first 
adjusted the bearings and the pressure 
held for a few days. Then we installed 
a new pump which seemed to help it 
some. The owner then sent the car to the 
Kissel dealer and had it gone over in 
the service department. The car was 
apparently O. K. when it came out but 
the pressure did not hold up until the 
man got home, which is a drive of about 
100 miles. Since then he has had it in 
several shops which have done every- 
thing imaginable, even to installing a 
new set of main bearings. Now the car 
is back with us and we thought that be- 
fore going into it again we would like 
to have your opinion of what is causing 
the trouble.—Porterfield Auto Service 
Station, 1701 State St., Saginaw, W. S. 
Mich. 

In order for a gear pump to oper- 
ate properly there must be very little 
side clearance between the gears and 
the pump casing. This clearance 
should not exceed .003 in. and you 
should check this very carefully. It 
is possible that the new pump which 
you tried had a greater clearance. 
While the oil is cold it will not slide 
through a crack as fine as this, but 
when it gets hot it will slip by and 
render the pump ineffectual. A gear 
pump also operates poorly after the 
teeth are badly worn, but we do not be- 
lieve this is the case in view of the 
fact that you tried a new pump. As- 
suming the pump is working properly 
it then is a question of the oil relief 
valve releasing the pressure or of leak- 
age in the oil lines or in the bearings. 


It is difficult to make sure of a job 
of this kind if you do not test in some 
way. The methods usually recom- 
mended are to force oil through the 
line, making a connection where the 
pump would ordinarily be connected. 
With the engine oil pan removed and 
a mechanic underneath with a light it 


is then possible to see if the oil drains | 


slowly from all bearings or if there is 
a leak at some point or possibly a bear- 
ing from which it doés not flow at all. 
In other cases it will be found that a 
bearing which is apparently fitted 
tightly has a bad oil leak and allows 
the pressure to get away. 

We understand that there is an ad- 
justment on the oil regulator valve 
spring at the left side of the engine 
toward the front. Turning this screw 
clockwise or right hand tends to in- 
crease the tension on the spring and 
increase the pressure. To make this 
adjustment it is necessary to remove 
the cap of the oil control and loosen 
the lock nut, after which the adjusting 
knob may be turned as indicated. The 
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lock nut should again be tightened 
after adjustment is complete. The 
average oil pressure should be about 
1 lb. per mile per hour. When the 
engine is hot however, it is permissible 
for the pressure to go lower. For 
example a pressure of 20 or 22 lbs. at 
a speed of 30 miles per hour would be 
satisfactory. A clogged oil strainer will 
also cause loss of pressure but we 
assume you have checked this. 


PRIMED AGAIN IN 30 SECONDS 


Q.—One of our customers has a Flint 
Jr. 6 on which the oil pump loses its 
prime when left standing over night. 
When started it is necessary to run the 
engine about 30 seconds before the gage 
will show any indication. When engine 
is warm the gage reading shows 30 lbs. 
at 25 miles per hour.—South Dakota 
Mechanic. 


If you get oil pressure in 30 seconds 
there is nothing to worry about. The 
oil which is left in the bearings from 
the previous running will prevent dam- 
age for a certain length of time so that 
you are perfectly safe if the pressure 
shows up after this short interval. 


SHOP XINKS 


That have been Found Useful 


A TRICK IN THREAD CUTTING 


When an ordinary straight handle die 
holder cannot be used because of some 
interference I find that by clamping a 
hose clamp tight on the die that enough 
leverage can be obtained to do the work. 
Usually the die can be turned by hand, 
but if necessary a pipe wrench can be 
used.—Estyl Colville, Union Star, Mo. 














Readers of Motor AGE are invited to 
submit tdeas that they have found useful 
in doing some particular service job in 
the shop tn a better or quicker way. For 
each one published $2.00 will be paid. 
Whenever possible the idea should be ac- 
companied by a sketch or diagram from 
which a drawing can be made. 


Fitting Pins in Alloy 
Pistons 


Q.—Will you please give me some in- 
formation regarding the fitting of wrist 
pins in Bohnalite aluminum pistons. I 
have installed a number of sets of these, 
but all have come with the piston pins 
already fitted. I would like to know the 
proper procedure in case the pins are not 
already fitted. Also how would the pins 
be removed from the pistons when the 
block has been lifted off the engine and 
the rod assemblies are still connected to 
the crankshaft.—J. H. Tampleman, 300 
W. 44th St., New York City, N. Y. 


In order to keep from distorting the 
piston it is best to hold it in the hand 
and to line ream the piston pin bosses 
by means of a power driven reamer. 
By expanding the reamer a very small 
amount at a time and trying the pin at 
the end of each cut you will finally find 
that the pin begins to enter but is a 
very tight fit. The procedure then is 
to place the piston in boiling water, a 
feature with which you are perfectly 
familiar, for a few minutes after which 
time there will have been sufficient ex- 
pansion so that the pin can be forced 
in with pressure applicd by the palm of 
the hand. 

Generally after an engine has run so 
long that it is necessary to remove the 
block or the piston the wrist pins will 
be loose enough in the piston so that 
they can be readily withdrawn. If this 
is not the case the gentle application 
of heat from a light flame of a blow 
torch will produce sufficient expansion 
so that the pins will come out readily. 

SECOND GEAR DISENGAGES 

Q.—We have a model 91 Overland 
which persistently jumps out of second 
gear. This difficulty has persisted since 
the car was new. We now have the trans- 
mission open and all gears are appar- 
ently in excellent condition as are also 
the bearings and bushings.—Ray W. Ful- 
ler, Plainfield, N. J. 

It is just possible that your shifter 
fork, while it may appear to be in per- 
fectly good condition is\ slightly bent 
so that your second speed gear is not 
fully meshed. This would permit it to 
ride toward the outer ends of the teeth 
and could possibly be the cause of the 
trouble you are having. 

Misalignment between the counter- 
shaft and the main shaft in the trans- 
mission is sufficient to cause the second 
speed gear to go out of mesh, would 
also cause the first speed gear to do the 
same. Assuming that the shifter fork 
does actually move the gears into full 
mesh it would be our suggestion that 
even though the gears appear to be in 
good condition that you try a new pair 
as it is quite possible that the teeth are 
slightly tapered and under the driving 
strain develop a thrust which is suffi- 
cient to cause them to disengage. 
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Test Bench Needed for 
Electrical Profits 


Q.—Please supply wiring diagram for 
generator test bench.—Page’s Modern 
Garage, 740 Valencia St., San Francisco, 
Cal. 

Most garages find that they can 
utilize their time to better advantage 
in developing their own business rather 
than in trying to build specialized 
equipment of this nature. However, for 
those who wish to build up testing 
equipment we are publishing a diagram 
which takes care of generators either 
6 or 12 volt. It would be necessary to 
purchase a suitable driving motor to- 
gether with vise for holding the gen- 
erator. 

Can Be Mounted on Vertical Board 


All of the equipment shown can be 
mounted on a vertical board at the back 
of the test bench. Only two switches 
are used, a two-pole double-throw and 
a single-pole single-throw, as indicated. 
Instruments that are suitable include 
an ammeter, which should be a 30-0-30, 
and a voltmeter, which can be a 0-15 
meter. A 6-volt and a 12-volt cutout 
also are required. When you have a 
generator which does not have a cutout 
on it you leave the switch at the right 
open. Then you throw the double-pole 
switch to the left for a 6-volt generator 
and to the right for a 12-volt generator. 
This not only connects up the battery 
properly but also connects the proper 
cutout into the circuit. The two wires 
- shown connected to the binding post 
are used to connect to the generator. 

These wires would go on the two 
terminals on the generator, or if you 
have a grounded generator with only 
one terminal, then one wire goes to the 
frame of the generator. If the gen- 
erator already has a cutout mounted 
on it or in it, you do not need the 
cutout on your test bench. You then 
close the single-pole switch at the right, 
which shorts these out. If you want 
battery current to test with, you merely 
close the single-pole switch at the right 
and use the two wires that are on the 
binding post. Using these wires for 
checking an ignition coil, for example, 
you will have the ammeter reading the 
amount of current that the coil takes. 

The voltmeter is so connected that 
it will be reading about 6 volts or 12 
volts, depending on which way the left- 
hand switch is thrown. As shown on 
the diagram the negative binding post 
is indicated as the ground terminal. 
This is all right for testing any gen- 
erator. 

Some generators, however, when in- 
stalled on the car have the positive in- 
stead of the negative grounded. As a 
precaution, therefore, it is well to close 
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the cutout points once by hand after 
the generator has been installed on the 
car. On the other hand, if you happen 
to know that a certain generator is 
used On a car where the positive ter- 
minal is grounded you can of course 
reverse the leads on your test bench, 
connecting the positive terminal to 
ground and the negative terminal to the 
live terminal on the generator. 

If only occasional work is done a 
starting motor test may be dispensed 
with. If the armature turns freely and 
the brushes and commutator are in good 
condition and the starting motor will 
rapidly attain a very high speed it is 
quite likely to be O. K. Many test 
benches, however, provide for measur- 
ing the current and pounds pull on a 
lock torque test. 

When it comes to magnetos the best 
test is to give the coupling a quick turn 
and see if the magneto fires in the 
safety gap. If not, it needs more or less 
work which usually necessitates tearing 
the magneto down. Spark plugs are 
tested with any ignition system by 
opening the plug gap or by putting in- 
sulation such as mica between the 
points to make the spark jump at least 
vs in. Coils are tested by connecting 
with a battery and interrupter so that 
the connections are the equivalent of 
the ignition circuit on the car. Am- 
meters are tested in series with a 
correct meter. 





E lectrical Troubles 


Why Is a Six Volt 


Generator? 


Q.—Can we charge a discharged bat- 
tery of 6 volts by using a 6 volt gen- 
erator and if so how and at what rate? 
—S. Sunder Rao, Mercara, Coorg Dist., 
India. 

This is a method of charging that is 
used on practically all automobiles. The 
only reason that a 6 volt dynamo or gen- 
erator produces that voltage is that it is 
connected to a 6 volt battery. Actually 
the voltage of the generator will vary 
from nothing up to perhaps 36 or 40 volts 
depending on the speed at which it is 
operated without being connected to a 
battery. When connected to a battery 
the excess energy at high speed shows 
up as increased current which charges 
the battery. If the generator has two 
terminals or one terminal and ground 
you should connect either the ground 
or the extra terminal to one terminal 
of the battery. The other generator 
terminal would be connected to the G 
terminal of a cutout and the B terminal 
of the cutout would be connected to a 
battery terminal. The base plate of the 
cutout would be connected to the frame 
of the generator with the grounded sys- 
tem or would be connected to the gen- 
erator terminal which goes directly to 
the battery terminal with a two wire 
system. The rate of charge will de- 
pend somewhat on the speed and some- 
what on the battery voltage or the ad- 
justment of the third brush assuming 
the generator has a third brush. 
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| Clearing Up Electrical Troubles 
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Condenser Effect May 
Explain Extra Spark 


(Clearing House fans will get most out of 
this article if they first read the article on 
Shocks From A “Dead” Wire on page 26 of 
the November 25, 1926 issue.) 


Q.—I received your letter about high 
tension current in one spark plug wire 
inducing current in another wire, caus- 
ing spark to jump at the wrong plug. 
What happened was as follows: I ar- 
ranged plug wires in metal conduit on 
Dodge Brothers car. Upon doing this 
the engine fired through the inlet valve, 
as though the valve were sticking. I 
gave the matter considerable thought 
and to prove to myself that an induced 
current was firing a charge of gas about 
to be compressed I placed a brass plate 
between the halves of the conduit and 
grounded one end of the plate. The ir- 
regular firing-then stopped. I am en- 
closing a sketch showing the cross 
section of the conduit with brass plate 
in place.—George A. Mount, P. O. Box 
494, Port Washington, N. Y. 

We believe the explanation lies in 
condenser action, perhaps more than in 
current induced magnetically. When- 
ever you have two pieces of metal sepa- 
rated by insulation you have a con- 
denser. Accordingly we can consider 
two high tension wires as a condenser. 
When one of these wires gets a heavy 
charge as it does from the coil the other 
wire always tends to have a charge in- 
duced on it and there is a tendency for 
this charge to flow off. When you put 
the brass plate in you have the brass 
plate and the live wire acting as two 
sides of a condenser. In this case how- 
ever, charges which the live wire in- 
duce in the brass plate can run off to 
ground without doing any harm. When 
the brass plate is not present it seems 
that there is a charge induced in one 
or more of the other wires and this in 
running off to ground must jump the 
spark plug gap in a cylinder which has 
gas coming in through an open inlet 
valve. This we believe explains the 
action you observed. 

THROWS OUT THE SOLDER 

Q.—A 1921 Studebaker car which 
comes into our shop is having generator 
trouble. The armature throws off solder. 
I soldered it up sometime ago but the 
owner said it was only three or four 
weeks before the solder was again all 
thrown out.—South Dakota Mechanic. 

There are several things which will 
cause a generator to overheat. One of 
them is excessive output. It might be 
hecessary to shift the third brush so 
as to reduce the charging current. If 
the brushes bear too heavily on the 
commutator it may cause enough fric- 
tional heat to loosen the solder. On 
the other hand if the spring tension is 
too light there may be considerable 
arcing at the brushes which will cause 
heat. Arcing will also be caused if the 
brushes are not in the neutral position. 
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Where main brushes are adjustable 
they should be set so that there is no 


- appreciable tendency for the armature 


to rotate when battery current is ap- 
plied and the third brush is lifted so 
that there is no field current. Another 
thing to check is rubbing of armature 
on pole piece. This is done by run- 
ning current through the field only and 
seeing if there is any tendency for the 
armature to drag when turned by hand. 


GENERATORS ARE REVERSIBLE 


Q.—Is there any type of generator in 
use on automobiles today that will not 
reverse its polarity if the battery is put 
in with connections reversed? If so, 
why-—R. H. Prom, Y. M. C. A. 715 S. 
Hope St., Los Angeles, Calif. 

We do not know of any generator 
used on automobiles today that will not 
reverse its polarity if the cutout points 
are closed once by hand after the bat- 
tery has been installed. In some cases 
it is not necessary to do this, but the 
construction of the cutout makes the 
difference. If the cutout arm is fairly 
heavy the contacts will stay closed long 
enough for the magnetism in the gener- 
ator to reverse. In other cases the 
cutout points vibrate and burn and do 
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not stay closed long enough to reverse 
the generator polarity. Under such 
circumstances the cutout points might 
be badly burned. There is no reason 
to reverse the polarity of the battery 
however, as it is a simple matter to 
turn on the lights and make sure that 
the ammeter reads discharge. This 
shows that the battery is correctly in- 
stalled. 

Q.—In the Bijur voltage regulated sys- 
tem as was used on Packard cars, what 
was the object of the plug in the charg- 
ing circuit that reversed the connection 
of the battery in regard to the generator. 

This machine used a voltage regulator 
which had a pair of vibrating contacts. 
Reversing the polarity of the machine 
also reversed the current across these 
points, thereby making the wear and 
burning action more uniform on the two 
points, instead of having one point burn 
away and the other build up due to the 
action of the are in carrying metal 
from one contact to the other. 


Rewinding Generator to 
Charge B Batteries 


Q.—As an experiment I would like to 
take a North East model G motor gen- 
erator and rewind it into a generator to 
charge radio B batteries. Would like to 
get 100 watts out of it at any voltage 
up to about 100 at a speed of not over 
1500 R. P. M. Will discard the third 
brush and use a rheostat in field circuit. 
Will it be necessary to rewind the field 
cutting out the series winding or can I 
wire up so that series and shunt work 
together instead of bucking each other. 
—S. W. Moebius, Frisco, Utah. 

It will be necessary to rewind both 
the armature and the field in order to 
operate the machine at about 100 volts. 
You will first have to check the size of 
wire in armature and field. Assuming 
that the machine is correct now for 12 
volts you will make it correct for 96 
volts by using wire 9 sizes smaller. For 
example if the wire size is now No. 8 
you would have to make it No. 17. Re- 
ferring to an armature winding manual 
we notice that 36 No. 25 wires are used 
in parallel. Taking % of this number 
would give approximately 4 or 5 of the 
No. 25 wires used in parallel which 
would give the equivalent of a single 
wire of size about 19. As you have 
some leeway in the matter of generator 
speed you could probably use either 18 
or 20 wire in the armature. You will 
have to do the same thing in the field 
circuit and find out what the wire size 
is and then use a size nine numbers 
greater, putting in as much wire as the 
space permits. You can also remove 
the series field if you wish to and fill 
this space up with the same size shunt 
winding. In doing this you get more 
turns of wire and increase the resist- 
ance which cuts down the current so 
that the two compensate and merely 
mean that your machine is more 
efficient for it needs less current in the 
field circuit which current of course 
must be taken from the armature. 


INSTALLED LIKE A MAGNETO 


Q.—We have a Jeffery 4 cylinder car 
with magneto on it. We would like to 
change it to battery ignition. Could 
you tell us the right gears to use on a 
distributer so it would fire right. Which 
type of distributer would work best on 
this car, and which is the easiest to put 
on.—Howard Nagel, Seymour Battery & 
Ignition Shop, Seymour, Wis. 

The easiest type of battery ignition 
to install is what is known as a mag- 
neto replacement unit. This comprises 
a base and a shaft which is the same 
height as a magneto shaft. The unit 
is so constructed that the proper gear- 
ing is used and the whole outfit is just 
coupled up exactly the way a magneto 
would be coupled. Your electrical job- 
ber can no doubt supply you with this 
type of unit in one or more makes. 
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Selling and Installing Accessories 
(Continued from page 11) 

No accessory is any better than its installation. The 
manufacturer of the accessories that you sell may pro- 
duce excellent goods, but unless they are properly in- 
stalled their value is lost—and so is the customer in 
most cases. 

Bumpers that rattle, snubbers that don’t “snub,” 
lights that will not light, and the like are all too famil- 
iar to most of us. But the one who sold the accessory 
that failed is responsible in most cases through having 
installed it incorrectly. 

Socket wrenches should always be used on bumpers 
to pull the nuts up so tight that the lock washer actu- 
ally cuts into the nuts and locks them. The same is 
true with all heavy parts that are bolted on, such as 
trunks, snubbers, shock absorbers—get ’em tight. 

With heaters be sure that all parts are tight so that 
they will not rattle but what is more important be sure 
that the valves or connections are gas tight. Leakage 
of gas into the inside of the car may have very serious 
consequences. | 

In the installation of electrical accessories there are 
two important things to watch. All connections must 
be tight—preferably by soldering, and all wires must 
be so insulated and secured that there will be no pos- 
sibility of a short or ground causing damage to the 
wiring and possibly setting the car on fire. 








Do You Find a Suggestion Here 


A complete stock builds consumer confidence. It 
gets buyers in the habit of coming to you. Possibly 
there is some item in the following list that would 
bring profit to you in two ways—in the sale, and 
by increasing customer confidence in your establish- 


ment. 
Ammeters Jacks Robes 
Anti-rattlers Lamps Seat Covers 
Ash Receivers Lamp Kits Spark Plugs 
Bumpers Lenses Soap 


Backing Lamps License Holders Speedometers 
Cigar Lighters Locks Spotlights 


Clocks Luggage Carri- Springs 
Cement ers Step Plates 
Cowl Lamps Lock Washers Stop Lamps 
Cut-outs Mirrors Tires 

Dash Lamps Moto Meters Tubes 


Driving Lamps Oil Filters Tire Chains 


Dome Lamps Oil Cans Tire Covers 

Enamels Oil Gages Tire Gages 

Fan Belts Parking Lights Tube Patches 

Flashlights Polishes Tow Line 

Flashlight Bat- Pumps Top Dressing 
teries Radiator Caps Tools 


Fuses Running Board Tool Kits 


Gasoline Filters Lamps Tool Boxes 
Gasoline Gages Radiator Ce- Trunks 
Grease Cups ment Visors 


Grease Guns Radiator Cover Vulcanizers 
Heaters Radiator Shut- Windshield 
Horns ters Wipers 
Horn Buttons Rim Wrenches Windshield 
Ignition Coils Rim Lugs and Wings 
Ignition Testers Nuts 




















Contrary to popular belief speed and workmanship 
- hand-in-hand, provided proper equipment is avail- 
able. 

Shop owners expect the installation of accessories 
to yield a profit. And that is as it should be. 

Satisfying both of these requirements, comes shop 
equipment that puts speed and quality into the job. 
And the interesting thing is that it does not take a 
great deal of equipment to handle practically any acces- 
sory installation. Reference is not made here to such 
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accessories aS special bodies or special engine parts. 

The dealer who carries a good stock of carefully se- 
lected accessories and then properly displays them is 
on the right track. Add to this a little salesmanship 
plus proper installation and the profits that result will 
be most gratifying. 


Service Specials are Featured 
in Baldwin’s Shop 


(Continued from page 13) 


“They have the finest shop equipment and tools 
that money can buy, and they ‘operate’ in spacious 
quarters literally flooded with fresh air and day- 
light. They’re just naturally inspired to unusual 
accomplishment. 

“You can profit by these circumstances—bring 
your car in for any and every type of motor and 
coach work.” 

The third card presented a view of the top and body 
department, as “The Convalescent Ward.” This card 
read as follows: 

“After a little wear and tear—be it the usual or 
extraordinary, unexpected kind—there is nothing 
like paint and upholstery cloth to bring a car back 
to its original freshness. It’s like the recuperation 
we human beings need once in a while. 

“You'll feel better with your car, and yourself, 
too, after it has had the attention of the skilled 
artisans in our top, upholstery, painting, fender 
and body departments. Big jobs and little jobs— 
of every kind.” 

Ordinarily about 18 mechanics, two machinists, and 
two battery and electrical men compose the mechanical 
shop force. Three men are employed in the top depart- 
ment and a like number in the body department. The 
mechanics are compensated by the flat rate system, 
being allowed an average of 38 per cent of the sales 
price of their labor. 

The machine shop is separated from the rest of the 
shop by a wire fence which extends almost to the ceil- 
ing. The machine shop, known as the Baldwin “Blue 
Ribbon Service Room,” is equipped to do every job 
necessary on a motor from dissembly racks to final 
breaking in machine. The machinery is set at odd in- 
tervals for conservation of steps and time. 

Three service salesmen are always on duty on the 
ground service floor. They are paid a straight salary, 
with a monthly bonus. A quota is set at the beginning 
of each month for the three service salesmen. 

As a means of guarding the efficiency of all shop 
work turned out, a bonus of $25 is set up for the shop 
foreman to claim if he can show a clean record of no 
come-backs during the month. For each come-back 
chargeable to negligence or inefficiency, $1 is deducted 
from the $25 fund. The service salesmen, who are re- 
quired to test each completed job they write up, are 
assessed a fine of 25 cents for each come-back. 

The Baldwin shops handle between 100 and 125 re- 
pair jobs a day, and of these fully 50 per cent are major 
operations. 

Two days following the completion of a job, a return 
postcard is sent to the customer asking if the work was 
satisfactory. 

“While continually prosecuting a vigorous merchan- 
dising campaign for new customers, we are ever mind- 
ful of the fact that the satisfied customer is the biggest 
asset of any firm,” says Mr. Baldwin. “Our policy 
is that the customer must be satisfied and it’s a mighty 
good business-building policy.” 
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Sell Something for the Car This 
Christmas 


OW is the time for the automotive merchant to 

\ be busy selling accessories, equipment and 

motor cars for Christmas presents. Dealers 

who have made an effort in the past to sell automotive 

gifts have proved that it can be done. We believe the 

public is more receptive to such a suggestion this year 

than ever before. The automotive gift solves woman’s 

greatest problem at Christmas time—what to give hus- 

band, father, brother or son. What to give the man— 
the automotive gift is the answer. 


Get the message to the women. Let the Automotive 
Equipment Association help you. Get a supply of the 
little automotive gift suggestion booklets from your 
nearest A.E.A. jobber and see that every woman in your 
community gets one. 


Sanity Rules 


HERE are indications that the automotive in- 
dustry is learning how to take care of its health 
without having to put in an emergency call for 

the doctor every little while. When car sales began to 
decline noticeably a few weeks ago there went up the 
usual doleful wails from the self appointed prophets 
and some of the cloud pushers gleefully thought they 


had America’s biggest industry stilled with the darkness 
of an approaching storm. 


But the industry did not permit itself to drift into 
the destruction that was set for it. The manufacturers 
knew from past experience what to do in a case of that 
kind and the present indications are that they did it. 
Production of new cars was slowed down in keeping 
with the diminished demand. Thus the accumulation of 
large surpluses of new car stocks was avoided. Mean- 
while the country goes on buying and selling, producing 


and consuming, and prosperity refuses to be frightened 
into flight. 


Already there are signs of an upward trend in the 
buying of automobiles in certain sections of the country. 
A few weeks more will bring the national show at New 
York and then there will be nothing for the consumers 
to wait for. Every indication is that thereafter the 
automotive industry will again shift into high with a 
good road ahead. 


Used Tires Not Wanted 


N a resolution containing a sad reference to the 
| experience of the automotive industry with used 
merchandise, the National Tire Dealers’ Association 
went on record as opposed to the acceptance of used 
tires as part payment for new tires. The purpose no 
doubt was to avoid losses such as car dealers have suf- 
fered on the used vehicles they have taken in trade. 
The resolution of the tire dealers alone, even if 
strictly lived up to, is not enough to assure them of 
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EDITORIAL, 


profitable business. Merchandising is something more 
than passing resolutions. A good merchant might be 
able to take used tires in trade and make money while 
an incompetent merchant drawing the line strictly 
against used tires might make a dismal failure. 

Business success comes not from resolutions, but 
from sound methods intelligently and aggressively prac- 
ticed. No association, no resolution, no “plan,” no 
artificial device, can do for the individual merchant 
what he will not try to do for himself. 

It may be bad business for some dealers to accept used 
tires in trade and it may be good business for others. 
But the mere passing of a resolution against the prac- 
tice will not put money in anybody’s till. 
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Service Sells Cars 


DEALER who has been in business about 10 years 

A was telling us the other day of the many cus- 

tomers who have bought more than one car from 

him. Some have bought as many as eight or nine. This 

dealer has always insisted upon the efficiency and reli- 

ability of his service department. The work must be 
done right and the customer must be satisfied. 

“Tt is service that sells automobiles,” said the dealer. 
He then related how when he changed a few years ago 
from one line of cars to the line he is now selling he kept 
most of his customers. 

“The dealer who has the confidence of his customers 
can sell them the car he wants to sell them,” he said. 
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Rumors 


UST now rumors are probably more abundant in the 
} automotive industry than at any time heretofore. We 
hear about mergers and consolidations, not to men- 
tion a receivership report now and then; about new 
cars, changes of design, and many other fancied or 
logical developments that may or may not come to be. 

To the retail trade we say this: Sit steady and keep 
on selling cars. 

Most of the manufacturers in the industry now are 
soundly established and well financed. Even though the 
management of such companies may be looking ahead to 
changes that will be in keeping with the demands of 
progress a few years from now, we may rest assured 
that the immediate business of producing and selling 
an up-to-date product will not be neglected. 

A new model may be in prospect for six months or a 
year from now, but meanwhile the current product is as 
sound and as useful as it ever was. It can be sold with 
confidence that it will provide a long period of service 
before any changes in design or management may ren- 
der it undesirable. 

The thing for the dealer to do is to sell NOW. He 
has a good article ready to deliver. Postponed sales do 
not replenish his bank account and as surely as time 
flies or water runs over the dam, the volume of business 
that is lost today can never quite be made up tomorrow. 
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USED CAR STOCKS INCREASE 





Tundasdis: Vabiales' Glow 


Chief Cause of Concern 


Reserves of Resale Units 
Have Grown Rapidly 
In Recent Months 


NEW YORK, Dec. 1.— November 
automobile and truck, production was 
under October and the decline is ex- 
pected to continue this month, on the 
basis of schedules already laid out. 
However, the downward trend has been 
pursued gradually, and does not rep- 
resent drastic curtailment in any 
sense. The industry is taking care of 
its dealers in a season which has shown 
somewhat more than the usual reces- 
sion in retail demand, and will be in 
good condition to resume active opera- 
tions with the opening of the 1927 
market. 

The most urgent cause of concern 
just now is the state of used car stocks. 
These have mounted rapidly in the last 
few months, and represent a good deal 
of burden for retailers. Special sales 
of the vehicles are being advertised in 
some sections, and they often carry 
offers of low down-payment financing 
arrangements, although experience has 
shown that from 5 to 10 per cent of used 
cars financed on less than 40 per cent 
down are repossessed. 

Inventories of manufacturers are 
within reasonable bounds and it is 
hoped and expected that in the period 
of comparatively low production the 
retail end will be enabled to cut down 
used car stocks. 

Business of original equipment mak- 
ers naturally has declined with car and 
truck production and there has been a 
falling off also in the wholesale and 
retail business of accessory manufac- 
turers whose sales depend to a large 
extent on the activity in new car sales. 
Wholesalers of automotive products in 
most sections are finding business 
below the same period a year ago. 





Moskovies Is Host 


INDIANAPOLIS, Nov. 27.—President 
Frederick E. Moskovics, of the Stutz 
Motor Car Company, was the host at an 
informal party at the Indianapolis Ath- 
letic Club this week in honor of Glen 
Shultz, who won the Pike’s Peak Hill 
Climb in a Stutz Special during Septem- 
ber. Besides representatives of the 
Stutz company there were present Earl 
Cooper, Bob McDonough, Gil Anderson, 
Tom Rooney, drivers and former racing 
stars who were in the city at the time. 

After the short informal talks Mr. 
Moskovics exhibited several reels of 
racing and motoring motion pictures 
taken in Europe during his summer 
abroad. 
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Many Visit Mart 

CHICAGO, Nov. 27.—More than 500 
visitors registered at the Automotive 
Equipment Mart in Chicago during the 
two weeks of the Automotive Equipment 
Association and National Standard 
Parts Association Shows. The Automo- 
tive Equipment Mart is an exhibit main- 
tained the year round by the Automo- 
tive Manufacturers Association. More 
than 50 manufacturers have permanent 
displays in this exhibit. The Mart is 
open to automotive trade visitors 
throughout the year. 





Hudson Dividend 
DETROIT, Nov. 29.—A quarterly divi- 
dent of 87% cents payable Jan. 3, to 
stock of record, Dec. 15, has been de- 
clared by the Hudson Motor Car Co. 





New Chandler Model 


CLEVELAND, Nov. 27.—A De Luxe 
Metropolitan five passenger sedan at 
$1695 at factory is introduced by 
Chandler-Cleveland Motors Corp. Fin- 
ish is combination duotone lacquer of 
Ardsley green and apple green. Uphol- 
stery is gray-blue mohair and interior 
has many appointments. The body of 
steel is mounted on the Big Six chassis. 
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Adams With Cadillae 


CHICAGO, Nov. 27.—Announcement 
has been made by the Cadillac Motor 
Car Company, Chicago branch, of the 
appointment of Bruce E. Adams as re- 
tail sales manager for its Chicago 
organization. Mr. Adams has spent 
practically his entire life in the auto- 
motive industry. He became manager 
of the Chicago branch of Rolls Royce 
of America, Inc., in 1922, which posi- 
tion he held to the time of his Cadillac 
appointment. 


New Sales Home 


SEATTLE, Wash., Nov. 27—Marking 
another step in the growth of Pierce- 
Arrow business here, the Puget Sound 
Motors, Inec., Western Washington 
branch of the company, opened larger 
and more elaborate headquarters at 
1703 Broadway. 

The new location is a two-story build- 
ing of brick construction that covers 
24,000 square feet of space. The show 
room is 50 by 80 feet and is probably 
one of the most elaborately decorated 
showrooms in the Northwest. A. W. 
Hauk is general manager of the com- 
pany. 


Urge Full Attendance of 
Trade at N.A.C.C. Shows 


Miles Tells Press of His 
Plans for Boosting 
Retailer Interest 


NEW YORK, Nov. 27.—Plans for ob- 
taining the completest possible trade 
participation in the shop equipment 
exhibits at the New York and Chicago 
national automobile shows were re- 
vealed here at a luncheon to the trade 
press given by Sam A. Miles, show 
manager of the National Automobile 
Chamber of Commerce. 

Approximately 20,000 car dealers and 
service men in both the New York and 
Chicago areas are being invited to 
attend the trade sessions through use 
of credentials issued only to the trade. 
Maintenance machinery will be shown 
in operation and under conditions de- 
signed to give service department man- 
agers the best idea of the uses to which 
the equipment is put. 

Local jobbers’ committees have been 
appointed in New York and Chicago 
and will meet in both cities for the dis- 
cussion of plans Dec. 2. It is desired 
not only to have the jobbers aid in the 
exhibits, but to bring their customers 
in large numbers. Advertising in the 
trade journals will also be used to 
stimulate interest. 

The N. A. C. C. has secured the help 
of factory service managers, who are 
sending bulletins on the subject to dis- 
tributors and dealers’ service managers. 

It was suggested at the meeting by 
A. V. Comings, editor of the Automobile 
Trade Journal, that distributors hold 
clinics at the shows for the service 
managers of their dealers, during 
periods when few visitors would be 
present. 

Neal G. Adair; manager of the show 
and educational departments of the 
Motor and Accessory Manufacturers 
Association, is actively promoting 
trade attendance at the shows. 


Manager for Hanna 
SYRACUSE, N. Y., Nov. 27—Ralph K. 
Shipton, for many years prominent in 
local automobile circles, has ben ap- 
pointed general sales manager of the 
Charles G. Hanna, Inc., Star distributors 
in Syracuse. 








Make Model 
Gardner 6B 











New Models and Price Changes in Motor AGE 
Tables December 2 


Body Style 
Sedan 


Old Price 
New Model 


New Price 
$1595 
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E. T. STRONG HEADS BUICK 





Car as a Christmas 
Gift Campaign’s Object. 


Louisville Dealers Getting 
Lined Up for Big 
Yuletide Effort 


LOUISVILLE, Ky., Nov. 27.—Members 
of the Louisville Automobile Dealers 
Association will again feature the auto- 
mobile as an ideal Christmas gift, ac- 
cording to Garland Lea, secretary, who 
announced that plans had been com- 
pleted for a Christmas campaign similar 
to those held during each holiday sea- 
son for several years. 

The Louisville association, which in- 
cludes practically all distributors and 
dealers in the territory among its mem- 
bers, will begin the campaign at once 
and continue advertising up to Christ- 
mas eve. All advertising will be written 
around the slogan “Give Her a Car for 
Christmas” which will be featured in 
newspaper copy, publicity billboards, 
theatre programs and showcards. Re- 
sults of the coming campaign are ex- 
pected to exceed last year when 207 
cars were delivered on Chirstmas 
morning. 

5 Race Records Approved 

WASHINGTON, Nov. 27.—Five racing 
records recently established on the 
board speedway at Salem, N. H., have 
been approved by the contest board of 
the American Automobile Association 


and submitted to the International As- 
sociation of Recognized Automobile 
Clubs for consideration as new world’s 
records for the small racing cars intro- 
duced in 1926. 

The new records are: 129.496 miles 
an hour for 10 miles, by Bennett Hill; 
130.393 miles an hour for 25 miles by 
Leon Duray; 126.550 miles an hour for 
100 miles, by Frank Lockhart; 125,916 
miles an hour for 150 miles by Lock- 
hart, and 123.261 miles an hour for 200 
miles by Harry Hartz. Lockhart, in 
addition to the two new records he 
established, still holds the records for 
the 300, 350 and 400 mile distances. 


Have Glass Insurance Plan 
FAIRFIELD, Ia., Nov. 27.—A plan of 
insuring automobile glass against 
breakage for a period of a year has 
been adopted by Thoma & Son, Inc., 
makers of replacement glass. For fees 
ranging from $1.25 to $5.00 this com- 
pany will replace any glass breakage 
that may occur on the particular car 
within a period of a year. The replace- 

ments are made through dealers. 


Change Company Name 


NEW YORK, Nov. 27.—Guaranteed 
Magneto Parts Co. has changed its name 
to Guaranteed Parts Co. and is now 
selling exclusively through jobbers. In 
addition to its magneto and ignition re- 
placement parts line, the company is 
now handling battery cables and other 
products. The selling force has been 
expanded and strengthened under the 
direction of I. W. Godfrey, general sales 
manager. 





Weaver Forces Close Their 
Convention at Springfield, Ill., with a Dinner 


a ee 





at a 


Annual Sales 


t 


ee” 


~ 


Pin, 


as 


About 30 salesmen from the United States and Canada attended the annual 
sales conference of the Weaver Manufacturing Company, held recently in Spring- 
field, Ill. The convention closed with a dinner at the Abraham Lincoln Hotel 


which the accompanying photograph portrays. 


other guests attended this final event. 


December 2, 1926 


Besides the salesmen some 70 


General Sales Manager 
Elevated to Presidency 





New G. M. Division Chief 
Is Successor of Late 
H. H. Bassett 


FLINT, MICH., Nov. 29.—E. T. Strong, 
the general sales manager of Buick 
Motor Co., was today appointed presi- 
dent and general manager of the com- 
pany to succeed the late H. H. Bassett 
who died a few weeks ago in Paris 
while attending the automobile salon. 

The appointment of Mr. Strong was 
made by A. P. Sloan, Jr., president of 
General Motors Corporation. 

At the same time C. B. Durham, as- 
sistant general manager of Buick, was 
appointed vice president of the com- 
pany. 

Mr. Strong’s first connection with 
Buick was as branch manager at Buf- 
falo. Later he managed the branch at 
Indianapolis and in 1915 he took charge 
of the Chicago branch. He became gen- 
eral sales manager of Buick in 1917. He 
is 49 years old and makes his home in 
Flint. His only son, Bruce Strong, is a 
Buick dealer in Oak Park, III. 


M. E. Dalton Killed 

CHICAGO, Nov. 27.—Michael E. Dal- 
ton, of Dalton and Balch, Inc., automo- 
tive jobbers at 2333 S. Michigan ave., 
was shot and killed by a robber whom 
Mr. Dalton resisted in the company’s 
place of business one evening this 
week. Mr. Dalton and William Arnold, 
a salesman, were the only ones in the 
store when two robbers entered. Mr. 
Arnold was struck on the head with a 
pistol but not seriously hurt. Dalton 
& Bach are well known in the trade 
and members of the National Standard 
Parts Association. 


Overland Third Quarter 
TOLEDO, O., Nov. 27.—Statement of 


* Willys-Overland, Inc., and subsidiaries 


for quarter ended Sept. 30, 1926, shows 
profit of $2,229,329 after ordinary taxes, 
depreciation, interest, etc., but before 
federal taxes, comparing with $7,348,126 
in preceding quarter and $3,183,299 in 
third quarter of 1925. Profit for first 
nine months of 1926 totaled $10,811,280 
before federal taxes, comparing with 
$13,638,881 in same period of previous 
year. 

Indicated net profit after allowing for 
estimated federal taxes for nine months 
of this year was $9,351,757, equal to 
$3.32 a share on the common, compar- 
ing with $11,865,826, or $4.72 a share, in 
same period of 1925. 
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Willys’ Interest in New 
Company Not “Personal” 


Overland Head Says He Is 
Acting for Benefit of 
Stockholders 


DETROIT, Nov. 29.—In a statement 
regarding the formation of a new com- 
pany to manufacture a six cylinder 
Knight motored automobile to sell for 
less than the Willys-Knight, John N. 
Willys, president of: Willys-Overland, 
who is also reported interested in the 
new venture, stated that in his opinion 
the announcement of the new company 
has been premature. He cited that the 
new organization not even _ selected 
a name. 

“However, my interest in the com- 
pany is entirely for the benefit of 
Willys-Overland stockholders and is not 
in -any way private or personal,” he 
said. “The Wilson Foundry Co., which 
we have developed through large in- 
vestment until it is now by far the 
largest producer of Knight motors in 
the world, is able to produce Knight 
motors at a lower cost than anyone 


else. Willys-Overland and the new 
company will both profit by these 
facilities. 


“T have long had in mind the desire 
to see a Knight motored car built in 
the lower price field. It has been im- 
possible, however, to even consider 
adding such a car to the Willys-Over- 
land sales organization, which already 
has the most complete line of any 
single dealer group in America, with 
another chassis line to market. Such 
a step would have been unfair both to 
Willys-Overland dealers and to the 
Willys-Overland Co. Hence this new 
opportunity to further the cause of the 
' Knight motor through an entirely dis- 
tinct manufacturing and sales organi- 
zation in a field where it should prove 
highly popular, offers an ideal solution, 
which further confirms my confidence 
in Willys-Overland’s progress next 
year.” 


Paige-Detroit Report 
DETROIT, Nov. 29.—The net income 
of the Paige-Detroit Motor Car Co. for 


the first nine months of 1926 totals- 


$755,452.15, after deduction of expenses, 
charges and provision for federal in- 
come taxes, the quarterly report indi- 
cates. Gross sales aggregated $32,068,- 
625.91. 

According to Harry H. Jewett, presi- 
dent, the company broke all its previous 
sales records for the first six months of 
the year, in the number of automobiles 
sold. He said that profits were af- 
fected seriously because the _ princi- 
pal source substantially increased the 
price of bodies during the period and 
that it was also unable to provide a 
sufficient number during the first 
quarter. 

Paige-Jewett sales during October 
were 64 per cent greater than for the 
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same month a year ago, he declared, 
and the opinion was expressed that 1927 
will be one of the most successful in 
the history of the company. 
Big Year for C. G. 
DETROIT, Nov. 27.—The number of 
bumpers shipped by C. G. Spring & 
Bumper Co. in its fiscal year closed Aug. 
31, 1926, totaled 1,074,641 as against 
679,962 in the previous year and 532,- 
189 in the 1924 period, reports Christian 
Girl in his statement to stockholders. 
Net profit of the company was $547,719 
as against $460,934 in the 1925 fiscal 
year. 


--—--_— 


Made of Pyralin 

In a description of the “Kilglare” 
published in the November 11 issue of 
Motor AGE, it was stated that this prod- 
uct is made of optical green glass. The 
manufacturers state that it is made of 
pyralin. 

Announces Show Dates 

DETROIT, Nov. 29.—The Detroit 
Automobile Show will be held in Con- 
vention Hall, January 22 to 29, and the 
Grand Rapids Show will be January 17 
to 22, E. D. Edinburn, manager of the 
Michigan Automotive Trades Associa- 
tion announced today. The associa- 
tion will also hold its seventh annual 
meeting at the Book Cadillac Hotel in 
Detroit, January 26. 

Bushnell Expands 

SEATTLE, Nov. 27.—Sherman Bush- 
nell, general manager of the Seattle 
Automobile Company, Paige and Jewett 
distributors at Seattle, reports a steady 
increase in his dealer organization, in- 
cluding the following: Matson Motors, 
Centralia, Wash.; Pease Motors, Ta- 
coma, Wash., and Roy Sandberg, Ever- 
ett, Wash. 

Plan Car With Novel Feature 

BALTIMORE, Md., Nov. 27.—An auto- 
mobile equipped with the “parkmobile,” 
a device of four wheels built in the car 
at right angles to the service wheels, 
and which lifts the automobile and 
moves it laterally to the right or left 
on the power of the engine, is to be 
manufactured by the New York Motors 
Corporation of Moline, Ill., and soon 
will be on the market, its inventor, 
Villor P. Williams, of this city, an- 
nounces. 

Mr. Williams says the car is to be 
known as the “New York Six,” and a 
model will be shown at the New York 
automobile show. No specifications for 
the car have been announced and its 
price has not been determined. 

Jackman Joins Climax 

CLEVELAND, O., Nov. 27.—A. E. 
Jackman, for many years associated 
with companies selling automotive lines, 
has recently become affiliated with 
Climax Motor Appliances, Inc. of Cleve- 
land, Ohio, in the capacity of sales man- 
ager. The Climax company produces a 
full line of fabric and metal universal 
joints, also magneto, generator and 
pump couplings. 


Contest Loads Saint 
Nick’s Sack with Cars 


Automobile Christmas Gift 
Argument Used Forcefully 
in San Antonio, Tex. 








SAN ANTONIO, Tex., Nov. 27.—Four 
Willys-Overland salesmen in San An- 
tonio are going to find $250 each in 
their stockings Christmas morning. 

The Willys-Overland Company here 
announced a bonus of $1,000 would be 
given the team of four men making the 
most sales from Nov. 1 until the day 
before Christmas. The salesmen of the 
company were divided into four groups 
of four each and the contest begun. 

President F. A. Winerich of the com- 
pany says he expects the contest to 
result in selling $150,000 new Willys- 
Knight and Overland cars before Christ- 
mas. The automobile Christmas gift 
argument is used freely in selling. The 
first ten days of the contest resulted in 
selling a dozen cars to be delivered by 
Santa Claus. 


Heads Star Dealer Body 


ST. LOUIS, Mo., Nov. 27—H. J. Burg- 
dorf, president of the Burgdorf Motor 
Co., has been elected president of the 
St. Louis Star Dealers’ Association. 
E. W. Ferris, president of the Central 
Star Sales Co., has been named vice 
president and Horace K. Bell of the 
Bell-Smart Motor Co., secretary and 
treasurer. Henry Dierl of the Bel- 
mont Motor Car Co., has been chosen 
chairman of the entertainment com- 
mittee and Ferris, chairman of the 
Advertising committee. 


Registrations Gain 


BUFFALO, N. Y., Nov. 27.—A total of 
151,974 motor vehicles were registered 
in Erie county during the period of 
January 1 to November 1. During the 
entire year of 1925, the total registra- 
tion of motor: vehicles in the county 
was 138,772. The largest percentage of 
increase this year over last was in pas- 
senger cars. Last year 115,116 of these 
were registered; so far this year, 
127,508 have been registered. 


———s 


Chandler Sales Gain 

CLEVELAND, Nov. 27.—Chandler’s 
sales gain in 12 large cities for the three 
months ending Oct. 30, was 124 per cent, 
according to Sid Black, sales manager. 
The increases by cities are given as 
follows: Cincinnati, 250 per cent; Los 
Angeles, 227 per cent; San Francisco, 
184 per cent; Cleveland, 157 per cent; 
Baltimore, 155 per cent; New York, 130 
per cent; Birmingham, 91 per cent; 
Pittsburgh, 73 per cent; Indianapolis, 
65 per cent; Buffalo, 54 per cent; 
Rochester, 45 per cent: Milwaukee, 45 
per cent. A gain of 15 per cent during 
October over the same month of 1925 is 
also reported by Mr. Black. 


Motor Age 
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Merchandising Appeal Was Not Overlooked in 
This Barkdoll Window Trim 
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Here is a window trim that the passerby will have a hard time resisting. 


Get the merchandising appeal! 


The observer is bound to picture a coun- 


try where travel is difficult and as the trim was used in November his 
thoughts go to the crisp, snappy days in the mountains where the modern 


enclosed car delivers a full measure of comfort. 


The tent, -foxes, guns 


and general setting are sufficient to urge outdoor men to shut up shop 


for a week and hunt the open spaces. 


The Barkdoll Motor Company, 


Oakland and Pontiac distributor at Chambersburg, Pa., made use of this 


punchy display. 





Distribute Moon-Diana 

SALT LAKE CITY, Utah, Nov. 27.— 
The Freed Motor Car Co. has been or- 
ganized to take over the distributorship 
for the Moon and Diana cars in Utah, 
Idaho, Nevada and Wyoming, succeed- 
ing Casperson and Snyder, who have 
gone into the hands of a receiver. Chas. 
C. Freed, son of Claude Freed, promi- 
nent in Salt Lake City automobile fi- 
nance circles until recently, will man- 
age the new company. 


we ee 


Salesmens’ License Stands 

RALBIGH, N. C., Nov. 27.—The North 
Carolina Automotive Trade Association 
lost its effort to invalidate the law re- 
quiring automobile salesmen to pay to 
the North Carolina government a license 
tax of $10 each when the Supreme Court 
here denied an appeal for an injunction 
restraining Revenue Commissioner 
Doughton from collecting that tax. 


Eads in Kansas City 

KANSAS CITY, Mo., Nov. 27.—E. C. 
Eads, who until recently had _ the 
agency for Pontiac and Oakland cars 
at Hollywood, Cal., has returned to 
Kansas City and opened a new agency 
for Oaklands and Pontiacs at 1521-23 
McGee Street Trafficway, under the firm 
hame of Eads Motors. The firm will 
also occupy the three upper floors of 
the same building, utilizing this space 
for parts, service and storage purposes. 
December 2 


2, 1926 
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Automotive Literature 


THA REFORMATION UV REGI- 
NALD RABBIT, by Snowshoe Al. This 
is a series of stories in dialect for the 
purpose of instilling in service station 
salesmen a sense of responsibility to 
the motoring public and a willingness 
at all times to afford them the service 
which is their due. It is a 50 page 
booklet with illustrations and is pub- 
lished and sold at 25 cents a copy by 
the Indian Refining Co. 


CURTIS CATALOG. The 1927 cata- 
log of air compressors and washing and 
spraying equipment of the Curtis 
Pneumatic Machinery Co., St. Louis, 
Mo., is well illustrated and contains 
complete descriptions of various arti- 
cles and also much useful information 
about the use of air in the automotive 
shop. 


_— — 


A COMPLETE TIRE CHAIN BUSI- 
NESS. An interesting pamphlet de- 
scribing how a complete tire chain 
business may be conducted in 9 sq. ft. 
of floor space has been published by 
The Chain Products Co., Cleveland, 
Ohio. 


“Long Distance” Is Used 
In Merchandising Talk 


Dealers in Springfield, IIl., 
“Sit In” on Address Made 
in St. Louis 


ST. LOUIS, Mo., Nov. 27.—R. H. Grant 
of Detroit, Mich., geheral sales manager 
of the Chevrolet Motor Co., was in St. 
Louis recently to direct the drive in 
this district to make November, usually 
a slow month in the automobile indus- 
try, a good month for Chevrolet. 

The Conley Chevrolet Co. of Spring- 
field, Ill., Chevrolet distributor there, 
gathered in a large audience of Chev- 
rolet dealers from its district and Mr. 
Grant addressed them for 30 minutes 
over a telephone wire from the offices 
of the Chevrolet Motor Co. St. Louis 
branch at Union boulevard and Natural 
Bridge road. The Conley company had 
leased the wire between St. Louis and 
Springfield for the purpose. Amplify- 
ing devices installed at Springfield en- 
abled the dealers to hear the talk plain- 
ly. A gathering of Chevrolet officials 
in the St. Louis plant also heard the 
address. November witnessed a spirited 
sales contest by St. Louis Chevrolet 
dealers. 


_—-. — — 


Apples to Go Into Cars 


SEATTLE, Wash., Nov. 27.—Accord- 
ing to James Parsons, distributor for 
Stutz in Western Washington, consid- 
erable money derived from the bumper 
apple crop at Wenatchee, Wash., will 
find its way into new cars during the 
last quarter of the year. Approxi- 
mately 18,000 carloads of apples will 
be shipped from Wenatchee and vicinity 
and the valuation of this enormous 
yield will be in the neighborhood of 
$80,000,000. 


Browne Plans Building 


MILWAUKEB, Nov. 27.—George W. 
Browne, Inc., 144 Broadway, Milwaukee, 
Chrysler distributor in the major area 
of Wisconsin, has awarded preliminary 
contracts for construction of a new 
headquarters building costing upwards 
of $100,000 at Grand Avenue and Thirty- 
eighth Street. It will be 120x120 ft., 
two and three stories high, and the 
main display room will be 60x100 ft. 
and 26 ft. high. 


Open House at Ford Branch 


SEATTLE, Wash., Nov. 27.— The 
“Open House” week at the Seattle fac- 
tory branch of the Ford Motor Com- 
pany, just closed, was reported a suc- 
cess beyond expectations. Approxi- 
mately 6,500 persons passed through the 
many different operations in the mak- 
ing of the completed product during the 
afternoons and evenings of the week. 
Dealers throughout Seattle and King 
County also reported keen interest by 
the public who were pleased by the 
welcome reception of the Ford dealers. 
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Official Figures Show 
October Decline in N. Y. 


New Car Sales for Tenth 
Month 13 Per Cent Be- 
low September 


NEW YORK, Nov. 27.—October new 
car sales in the Metropolitan area de- 
clined slightly more than 13 per cent 
below September. Total registrations 
were 8,490 as compared with 9,760 in 
September and 11,135 in August. The 
total also is lower than for October, 
1925, which was 9,037, but was in ex- 
cess of October, 1924, which was only 
8,531, according to figures supplied by 
Sherlock & Arnold. 


October Metropolitan area totals—35 
medium priced cars, including Ford— 
were 7,450 as compared with 7,966 in 
October, 1925, 5,938 in October, 1924, 
and 5,572 in October, 1923. Totals for 
this same group of cars for the first 
ten months of this year were 100,574 
as compared with 81,879 for the same 
period in 1925, 79,202 for 1924, and 72,- 
184 for 1923. October, 1926, sales in this 
medium priced division are almost on 
a parity with October sales last year and 
with August sales the year preceding, 
when the figures were 7,485 and 7,870, 
respectively. 

In the higher priced field, October 
sales this year declined less than three 


per cent below the level for October, 
1925. 
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Searratt Joins Hyatt 
NEWARK, N. J., Nov. 27.—Al W. 
Searratt has been appointed assistant 
chief engineer of the Hyatt Roller 
Bearing Company. Mr. Scarratt is well 
known in engineering circles because 
of his long association with tractor and 
power farm implement development, 
and former activities in electric rail- 
way and power house engineering fields. 
Mr. Scarratt for over 13 years was 
with the Minneapolis Steel & Ma- 
chinery Co. while for eight years he 
was with the Twin City Rapid Transit 
Co. He is secretary of the Minne- 
apolis section of the S. A. E. and has 

long been active in the society. 





Gibson in New Home 


DES MONIES, Ia., Nov. 27.—The 
Gibson Motor Company, Chandler sales 
and service concern, has occupied its 
new home at 1733 West Grand Avenue, 
moving from Twelfth and Locust 
Streets. The former quarters of the 
company has been taken over by the 
Des Moines-Velie Company. 


Win Factory Trips 
BOSTON, Nov. 27.—R. W. Allen, Sam- 
uel Ingraham and C. S. Everett, of the 
C. E. Fay Company, are the three head- 
liners who have won a trip to the 
Chrysler factory at Detroit as a result 
of the sales contest just ended here, 
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This Looks Much Like 
the 1926 Champion 








Harry Hartz 


While not yet officially pro- 
claimed the American speedway 
champion for 1926 Harry Hartz is 
generally conceded to have this 
honor safely sewed up. It was 
apparent even before the Char- 
lotte race Nov. 11 that Hartz 
would be crowned speed king by 
the A. A. A. authorities. At that 
time he was in a position to give 
Lockhart, his most dangerous 
competitor, victory at the Char- 
lotte race and at the last race of 
the year in Los Angeles—and still 
lead by a safe margin of points. 
Duray’s victory at Charlotte con- 
sequently did not materially affect 
Hartz’ chances and now a win for 
him at Los Angeles would only 
strengthen his grip on the cham- 
pionship. 




















which culminated with a banquet and 
theatre party. Mr. Allen captained the 
winning team comprising Samuel In- 
graham, R. B. Rileigh, K. N. MacLeod, 
G. S. Rileigh, W. E. Prendergast and 
L. B. Blodgett. Mr. Ingraham was high 
man in the contest, and Mr. Everett, 
sales manager, supervised the affair. 
In the dealer contest James T. Galligan, 
of Falmouth, was high man. At the 
dinner ending the contest Earl Wilson, 
assistant sales manager, from Detroit, 
and Fred Johnstone, New England dis- 
trict representative, Charles E. Fay and 
Allen Fay made brief addresses. 





Represent Velie 

MILWAUKEE, Nov. 27.—The Velie 
Wisconsin Co. of Milwaukee has been 
organized with Fred W. Somers as 
president, to take over the exclusive 
distribution of the Velie for the south- 
ern half of Wisconsin. Sales and serv- 
ice headquarters have been opened at 
2448 Lisbon Avenue, Milwaukee. 


Star Drops Distributor 
Plan in Frisco Area 





Multiple Dealer System to 
Be Used on Mainland 
Side of the Bay 


OAKLAND, Cal., Nov. 27.—As the first 
move in the expansion program of the 
Star Motor Company of California, R. H. 
Mulch, vice-president and director of 
sales, announces elimination of the dis- 
tributor system, and the immediate 
inauguration of the multiple dealer 
system in all territory on the mainland 
side of San Francisco Bay. 

Population of this area, with tribu- 
tary territory is upwards of 750,000, and 
the distributor holding the Star car 
franchise in this city controlled the 
entire mainland side of San Francisco 
Bay through associate dealerships. 

Three direct dealers now will handle 
this business. 

The California Auto Sales Company, 
with E. Berger in charge, becomes the 
central Oakland dealer, functioning di- 


rectly under Mulch and his staff. In 


East Oakland, Fruitvale Star Motors 
becomes the direct factory dealer, with 
C. L. Ellingson in charge. 

Starr & Ellis, in Emeryville, form 
the third multiple dealer under the new 
arrangement. They will serve terri- 
tory northward along the mainland side 
of San Francisco Bay. George A. Starr 
is in charge of the concern. 

To Exhibit Duesenbergs 

INDIANAPOLIS, Nov. 27.— While 
Duesenberg cars will not be exhibited 
at the New York national show a hotel 
showing will be held at that time, it 
is announced by E. L. Cord, president 
of Duesenberg Incorporated, who is 
making plans for an expanded and re- 
organized production program at the 
Indianapolis plant. Duesenberg also 
will have exhibits in the New York and 
Chicago salons, Mr. Cord says. Con- 
tinuance of the manufacture of racing 
cars will be given a place in Duesen- 
berg operations. Mr. Cord says it is 
expected to announce some radical 
changes at an early date. 





Browning Increases Capital 


OGDEN, Utah, Nov. 27.—The Brown- 
ing Automobile Co., distributors and 
dealers for Willys-Knight and Overland 
in Ctah and adjacent territory, has in- 
creased its capital from $100,000 to 
$150,000. The new capital is to finance 
an addition to the Salt Lake City head- 
quarters and the new branch at Twin 
Falls Idaho. 

Manages Star Zone 

MINNEAPOLIS, Minn., Nov. 27 —- 
Wesley R. Dunn has been appointed 
sales manager of the Minneapolis zone 
of the Star division of Durant Motors, 
Inc., succeeding E. B. Stimson, who *e- 
signed after 20 years in the automol ‘e 
business in the city. 


_—— -- 
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Says Character Must Be 
Basis of Time Selling 


Financial Stability Is Not 
the First Consideration, 
Academy Is Told 





NEW YORK, Nov. 27.—Sale of auto- 
mobiles on the installment plan is re- 
sponsible not only for development of 
the automobile industry to its present 
foremost position but in serving this end 
it has become one of the chief factors 
in the prosperity of many allied indus- 
tries and, therefore, in the general pros- 
perity of the country, John J. Raskob, 
chairman of the finance committee of 
General Motors Corp., said in a paper 
read to the annual meeting of the Acad- 
emy of Political Science. 

The seven years’ experience of Gen- 
eral Motors Acceptance Corp., Mr. Ras- 
kob said, “clearly indicates that credit 
merchandising is constructive if prop- 
erly used and not abused, and that con- 
sumers’ credit so extended is whole- 
some and in every way desirable from 
an economic standpoint.” Character 
rather than a financial stability must be 
the basis of installment selling of auto- 
mobiles just as it is the basis of all 
other credit, said Mr. Raskob. 





New Building for Shows 


ST. LOUIS, Mo., Nov. 27.—The new 
Municipal Auditorium which is to be 
erected by the City of St. Louis at a 
cost of approximately $5,000,000 will 
have a floor devoted to exhibitions, 
which will house the automobile show 
conducted each year by St. Louis 
dealers. The automotive floor will 
have an area of about 100,000 square 
feet. 

The building is to be located between 
14th and 15th Streets, between Market 
Street and Clark Avenue. It is esti- 
mated that it will be completed in 
three years. 

Until the new building is completed 
the St. Louis automobile shows will be 
held at the Municipal Garage which the 
Dealer Association has contracted for. 


Olds Makes Gift 


KALAMAZOO, Nov. 27.—Ransom E. 
Olds, Lansing automobile manufacturer 
and a trustee of Kalamazoo College, has 
presented a new science hall to the 
college, which, when equipped will cost 
$150,000. The building will be started 
soon and will be ready for use in the 
fall of 1927. eeu 


Join in Used Car Sale 


DULUTH, Minn., Nov. 27.—Duluth has 
just had its first big used car sale 
exhibition at 300 Lake Avenue. LEight 
dealer firms participated and nine auto- 
motive supply concessioners. The ex- 
position was under auspices of the 
Associated Automobile Dealers Asso- 
ciation. - 


December 2, 1926 








Takes Dealership for 
Dodge Brothers . 








R. J. Fry 


R. J. Fry, who for many years 
has been associated with Dodge 
Brothers, Inc., and serving this 
corporation until’ recently in an 
executive capacity, will head a 
new company which will take 
over the Dodge Brothers dealer- 
ship in Salt Lake City. Mr. Fry 
joined Dodge Brothers in 1911, 
three years before they entered 
the field of motor car manufac- 
turing. As credit manager of a 
committee in the organization he 
helped in the selection of Dodge 
Brothers’ original list of dealers. 

















Dealers Hear Chrysler Plans 


ST. LOUIS, MO., Nov. 27.—A meeting 
of all Chrysler dealers in eastern Mis- 
souri and southern Illinois was held 
at the Coronado Hotel at the call of 
the Midwest Motors, Inc., Chrysler dis- 
tributor in the St. Louis territory at 
which J. W. Frazer, of Detroit, Mich., 
director of sales of the Chrysler Corpo- 
ration, outlined the progress made by 
the Chrysler organization in the last 
three years and the future plans of the 
company. L. M. Stewart, president of 
Midwest Motors, presided. 





Justice Dealers Gather 


BUFFALO, Nov. 27.—The Justice Mo- 
tor Car Company, Buffalo Chrysler dis- 
tributors, recently held a dealers’ meet- 
ing. The entire dealer organization 
from Western New York and Northern 
Pennsylvania was present. 

J. W. Frazier, director of sales for 
the Chrysler factory, addressed the 
meeting. Mr. Frazier is a former Buf- 
falonian. M. A. Campbell, assistant dis- 
trict manager, and Dr. B. F. Page, dis- 
trict manager of the Chrysler factory, 
were also present. 


Divo Makes Plans to 
Race at L. A. on Dec. 12 


Star of Sunbeam, Talbot and 
Darracq Team Will Drive 
a Miller Car 





PARIS, Nov. 13 (By Mail).—Albert 
Divo, chief of the Sunbeam, Talbot, 
Darracg racing team, hopes to take part 
in the 250-mile race on Los Angeles 
track on December 12 aboard a Miller 
car. Divo, who is under a contract with 
the Franco-British firm, has been re- 
leased by special consent of Engineers 
Coatalen and Clegg and will cross the 
Atlantic for the first time next week. 

Trained as a mechanician under René 
Thomas, Divo got his first important 
racing experience aboard Sunbeam cars, 
finishing second in the French Grand 
Prix of 1923 to his teammate Segrave. 
He also finished second on a Delage in 
the French Grand Prix of 1924 and this 
year won the 200-mile race on Brook- 
lands track at the wheel of a French 
Talbot car. 


Run at Half Capacity 

WINNIPEG, Man., Nov. 27.—The 
Canadian Ford plant is running at half 
capacity. While this is the slack time 
of the year production is lower in 
Canada as a result of importation of 
cars. Export business has not been 
affected. Increase in business in west- 
ern Canada far surpassed the increase 
in eastern Canada last year, said W. R. 
Campbell, vice-president and treasurer 
of the Ford Motor Co. of Canada, Lim- 
ited, Ford, Ont., and, for the first time 
in ten years, western business is on a 
paying basis, Mr. Campbell said. The 
substantial growth of business Mr. 
Campbell thought, was due to the boun- 
tiful harvests of the two past years. 





Forbes Optimistic 

NEW YORK, Nov. 27.—“The outlook 
for Pierce-Arrow Motor Car Co. is very 
bright for next year,” said Myron E. 
Forbes, president, on his arrival on the 
Leviathan. “October shipments were 
up to schedule and November is run- 
ning very satisfactorily. Of our new 
36 series we shipped 144 cars for 
October. I do not look for any price 
cuts in the industry which would cause 
manufacturers to eat into profits. Such 
price cuts as have occurred have been 
due to increased efficiency by motor 
companies.” 


Build Large Show Place 


MINNEAPOLIS, Nov. 27. — Kimball 
Chevrolet Co., Minneapolis, is erecting 
one of the largest show rooms in the 
northwest at Sixth Avenue S. and 
Seventh Street, 132x155, at a cost of 
$6,000. Manager F. G. Kimball expects 
to retain the present space at 421 
Sixth Street S. for used cars. 
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Calls Faulty Ignition 
Engine’s Greatest Grief 


McGraw Says This Source 
Provides 90 Per Cent 
of the Troubles 


ST. LOUIS, Mo., Nov. 27.—Ignition 
troubles were discussed at a recent 
meeting of the Service Managers’ Bureau 
of the St. Louis Automobile Dealers’ 
Association by Fred V. McGraw, an of- 
ficial of the Mallory Electric Corpora- 
tion of Toledo, Ohio. The meeting was 
held at Claridge Hotel. Practically 
every large automobile company in St. 
Louis was represented by its service 
manager and his assistant. In addition 
to Mr.. Mallory, Joseph <A. Schlecht, 
president of the Méund City Auto Co., 
Auburn distributor, and Gus C. Fisher, 
president of the Battery Service Co., 
U. S. L. battery distributor here, spoke. 

Mr. McGraw used a blackboard, and 
an assortment of demonstrating appa- 
ratus to illustrate his address. 

He said that 90 per cent of engine 
troubles were due to defective ignition 
but that most service men blamed ig- 
nition only after every other possible 
source of trouble had been eliminated. 


me 


Sees Averge Income in Dixie 

CHARLOTTE, N. C., Nov. 27—The 
money income of the south from the 
crops harvested this fall will be brought 
up to the average, despite the collapse 
of the price of cotton, because of the 
greater diversification in agriculture, 
declared R. H. Grant, of Detroit, Mich., 
vice-president and general manager of 
the Chevrolet Moter Company, who ad- 
dressed a conference here of Chevrolet 
dealers in the Carolinas territory. Mr. 
Grant came here in the course of his 
tour of the southeastern states for the 
study of trade conditions and to inspire 
the Chevrolet dealers to greater sales 
efforts. 


me 


Form N. S. P. A. Braneh 


CHICAGO, Nov. 27.—A Chicago divis- 
ion of the National Standard Parts As- 
sociation was organized this week at 
the Sherman hotel. Both manufactur- 
ing and jobbing members attended the 
meeting. The branch association will 
be called the “First Division of the Na- 
tional Standard Parts Association” in 
view of the fact that it is the first 
N. S. P. A. branch to be formed. The 
parent association recommended organ- 
ization of such divisions at its conven- 
tion in 1925 and other divisions are 
expected to be launched. 

The Chicago division probably will 
go considerably outside the Chicago 
metropolitan zone in the membership 
it develops. Monthly meetings will be 
held and services of mutual benefit will 
be established. The presidency will go 
alternately to the manufacturing and 
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jobbing groups, the first president being 
C. M. Burgess, of the Burgess-Norton 
Mfg. Co., a manufacturer. Other of- 
ficers are: Vice president, L. C. Smith, 
of L. C. Smith Bearings Co., (jobber) ; 
vice president, S. R. Wolff, Perfection 
Gear Co., (manufacturer); secretary 
and treasurer, Victor C. Anderson, 
Motor and Axle Parts Co., (jobber). 
There will be an associate membership 
for non-N. S. P. A. manufacturers and 
jobbers. 





Tradesmen Eat Moose Steak 
ROCHESTER, N. Y., Nov. 27.—George 
W. Henner, Oldsmobile distributor, was 
host to a dozen General Motors dealers 
at a dinner at the Rochester Club here 
at which steak from a moose killed 
by Mr. Henner in Nova Scotia was 
served. Following the dinner the men 
formed a Rochester General Motors 

Club with Mr. Henner as president. 





Moon Spreads Out in the 
Chicago Territory 





F. H. Rengers 


In connection with the Moon 
Motor Car Company’s expansion 
program in Chicago F. H. Ren- 
gers, who was associated with 
Moon factory operations in St. 
Louis for 13 years, and more re- 
cently as sales manager, has been 
made sales manager of Moon’s 
Chicago headquarters at 2247 
S. Michigan ave. Moon has an 
elaborate program for the Chicago 
district, now occupying a new 
and commodious three-story 
building at the above street num- 
ber. The first floor is occupied 
by the retail department, con- 
ducted by the Emich Motor Sales 
Co. On the second floor are the 
general offices, the office of the 
sales manager and the parts de- 
partment and the third floor is 
devoted to storage. 











Two New Trade Groups 
Are Formed in Atlanta 


Sales and Service Managers 
Launch Separate Bodies 
for Cooperative Work 


ATLANTA, Nov. 27.—The Atlanta Au- 
tomobile Sales Managers’ Association 
was formally organized at a recent 
meeting of the sales managers leading 
automobile companies in Atlanta, and 
Clarence Knowles of the Martin-Nash 
Motor Co. elected president for the com- 
ing year. Eli McCord of the D. C. Black 
Co., Buick dealers, was elected vice- 
president, and T. P. Hicks of the In- 
ternational Truck was, was elected sec- 
retary and treasurer. Directors named 
were H. M. Crane of the Hall-Davis 
Motor Co., Ford dealers; Ed Gay of the 
Goldsmith-Becker Co., Inc., Hudson and 
Essex dealers; B. J. Rector of the Jor- 
dan Co. of Georgia, and S. B. Dodge of 
the Franklin Motor Car Co. 

The Atlanta Service Managers’ Asso- 
cation also was formerly organized re- 
cently, J. W. Riser, service manager 
for the Atlanta branch of the Buick 
Motor Co. being elected president. 

Each of the new associations will 
operate in conjunction with the Atlanta 
Automobile Association, membership of 
which includes most of the firms in 
Atlanta identified with all branches of 
the business, and will hold regular 
monthly meetings to discuss their indi- 
vidual sales and service problems. 





Hold Duck Banquet 

OAKLAND, Cal., Nov. 27.—Thirty mo- 
tor car dealers—all but two of the en- 
tire membership of the Oakland Motor 
Car Dealers’ Association—met at the 
Athens Club one night recently and con- 
sumed many ducks, brought down by the 
suns of Dick Purser and Charles 
Hebrank, of the organization. Harold 
D. Knudsen, newly-elected president of 
the association, ‘presided, and _ short 
talks were made by Robert W. Mart- 
land, secretary-manager of the organi- 
zation; Eb Wells, E. A. Hamlin, and 
W. L. Webber. 

At each place on the long, T-shaped 
table, was placed a rubber apron and 
a towel. All the aprons were green, 
except that of the president which was 
pink. The banquet was in the nature 
of a combination tribute to Mr. Knud- 
sen, incoming president, and Mr. Ham- 
lin, retiring president. 

Association Incorporates 

KELSO, Wash., Nov. 27.—Articles of 
incorporation of the Cowlitz County 
Auto Dealers’ Association were filed 
with the following  incorporators: 
President, Fred F. Hess; vice-president, 
Harry W. Sparks; directors, S. J. 
Brancon, A. E. Pomeroy and J. Ll. 
Goodfellow. 
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Coming Motor Events 





Automobile Shows 





1927 NATIONAL SHOWS 
New York Jan. 8-15 
Chicago Jan. 29-Feb. 5 











Akron, O Feb. 5-12 





Goodrich Bldg. 
Albany, N. Y Feb. 26-March 5 
State Armory 
Allentown, Pa Feb. 28-March 5 
Manhattan Auditorium 























Altoona, Pa June 11 
Atlantic City April 30 
Baltimore, Md Jan, 22-29 
5th Regiment Armory 
Boston, Mass March 5-12 
Mechanics Bldg. 
Brooklyn Jan. 22-29 
Twenty-third Regiment Armory 
Buffalo Jan. 15-22 





174th Regiment Armory 
Camden, N. J Feb. 7-12 
Convention Hall 
Charlotte, N. C May 9 
Chicago Jan. 10-15 
American Road Builders’ Asso- 
ciation, Coliseum 
Chicago Jan. 29-Feb. 5 
Annual Salon, Hotel Drake. 
Cincinnati Jan. 15-22 

















Music Hall 
Cleveland 
Public Auditorium 
Cumberland, Md Jan. 31-Feb. 5 


Jan. 22-29 




















Armory 
Deadwood, S. D. Feb. 21-26 
Auditorium 
Denver, Colo Feb. 14-19 
Auditorium 
Detroit Jan. 22-29 
Convention Hall 
Des Moines Feb. 14-19 
Coliseum 
Fort Wayne, Ind Feb. 14-19 





Shrine Auditorium 





























Fort Worth, Texas March 6-12 
Grand Rapids, Mich Jan. 17-22 
, Armory 

Fresno, Cal April 28 

Harrisburg Jan. 29-Feb. 5 

Hartford, Conn Feb. 19-26 

State Armory 

Huntingdon, W. Va Feb. 21-26 
Vanity Fair Bldg. 

Indianapolis Feb. 14-19 
Auto Show Bldg. 

Kansas City, Mo Feb. 12-19 
American Royal Building 
Lancaster, Pa Feb. 1-5 
Arcade Garage 
Los Angeles Feb. 12-19 





Annual Salon, Hotel Biltmore. 
Los Angeles Feb. 26-March 6 





Annual Show, Los Angeles Motor 
Car Dealers’ Association. 
Louisville, Ky Feb. 14-19 
Jefferson County Armory 











Miiwaukee Jan. 15-22 
Auditorium 
ee Feb. 5-12 
Overland Bldg. 

Montreal, Can Jan. 22-29 


National Motor Show of Eastern 
Canada, Morgan Bldg. 
Muskegon, Mich 
Armory 


Feb. 15-19 





Newark, N. J Jan. 15-22 
Twentieth Annual Newark Au- 
tomobile Show. 

New York Nov. 28-Dec. 4 
Annual Salon, Hotel Commodore 
Omaha, Neb Feb. 21-26 
22nd Annual Automobile Show, 

City Auditorium. 
Paterson, N. J 











Jan. 31-Feb. 5 





Armory 


Peoria, Ill Feb. 14-19 





Armory 
Philadelphia : Jan. 15-22 
Commercial Museum 
Providence, R. I Feb. 5-12 
Cranston Street Armory 




















Rocky Mount, N. C April 4-8 
Tobacco Warehouse 
Quebec, Can March 1-8 
Drill Hall 
Rochester Jan. 24-29 
Edgerton Park 
Saginaw, Mich March 9-12 
San Bernardino, Cal Feb. 17-27 





National Orange Show Bldg. 
San Francisco........................ Jan. 29-Feb. 5 
Exposition Auditorium 
Scranton, Pa. Jan. 24-29 





Armory 
Sheboygan, Wis Feb. 14-20 
New Eagles Auditorium 











Sioux City, Iowa March 3-6 
Auditorium 

Sioux Falls, S. D March 2-5 

Springfield, Il Feb. 9-12 





State Arsenal 
Springfield, Mass..........-.. Feb. 28-March 5 
Municipal Auditorium 
St. Louis, Mo Feb. 14-19 
Union Market Bldg. 











Syracuse Feb. 7-12 
State Armory 

Troy, N. Y. Jan. 22-29 
State Armory 

Toledo Feb. 7-12 





Civic Center Garage 
Washington, D. C Jan. 29-Feb. 5 
Worcester, Mass Feb. 10-12 
Waterbury, Conn Jan. 24-29 

State Armory 











Wichita, Kans 





















































Feb. 22-25 
Exposition Bldg. 
Williamsport, Pa. Jan. 24-29 
Susquehanna Trail Garage 
Races 
A. A. A 
Los Angeles, Cal Dec. 12 
Altoona, Pa June il 
Altoona, Pa Sept. 5 
Atlantic City April 30 
Atlantic City Sept. 24 
Charlotte, N. C May 9 
Charlotte, N. C Nov. 11 
Detroit ‘ Sept. 10 
Fresno, Cal April 21 
Indianapolis May 30 
Los Angeles Feb. 22 
Los Angeles April 10 
Los Angeles Nov. 27 
Salem, N. H June 25 
Salem, N. H. , Oct. 12 
ee Aug. 27 or Sept. 3 
Conventions 


Automotive Service Association of 
New York, banquet, Hotel Astor 
Feb. 17 
California Automobile Trade Asso- 
ciation, Hotel Richelieu, San 
Francisco Dee. 17-18 
Michigan Automotive Trade Asso- 
ciation, Book-Cadillac, Detroit... 
Jan. 26 
Motor and Accessory Manufacturers 
Association, dinner, New York 
Jan. 12 
National Association of Automobile 
Show and Association Managers, 
New York Jan. 12 
National Association of Automobile 
Show and Association Managers, 
Drake Hotel, Chicago Feb. 3 


N. A. C. C. 


Chicago, Feb. 1—Service Meeting. 

New York, Jan. 10-11—Third World 
Motor Transport Congress. 

New York, Jan. 11—Service Meeting. 

New York, Jan. 11—Banquet. 

National Automotive Parts Associa- 
tion, Book-Cadillac, Detroit-....... 

Jan. 27-28 

National Automobile Dealers Asso- 
ciation, Hotel Commodore, New 
York Jan. 10-11 

National Automobile Dealers’ Asso- 
ciation, Hotel La Salle, Chicago 


Feb. 1-3 





























S. A. E. 
Detroit, Jan. 25-28—Annual Meeting. 
Detroit, Jan. 28—Carnival. 
New York, Jan. 13—Banquet. 


COMING FEATURE ISSUES OF CHILTON CLASS JOURNAL PUBLICATIONS 


December 10—Operation and Maintenance—Service Station Equipment Issue 
December 15—Commercial Car Journal—Good Roads Issue 
January 1—Automobile Trade Journal—Annual Show Issue 


January 6—Motor Age—Annual Show Issue 
Jan. 15.—Commercial Car Journal—New York Show Issue 


January 27—Motor Age—Chicago Show Issue 








Salon Reveals New Luxury and 
Refinements in Custom Bodies 
(Continued from page 9) 


variably gold or silver plated or in bronze. Costly in- 
laid woodwork is freely used in these new custom 
bodies. Polished aluminum on hoods and cowls is con- 


spicuous. 


To enumerate the interesting features would involve 


December 2, 1926 


his personal use. 





a description of practically every car exhibited. Each 
one makes its own appeal from several different angles 
and commands the attention of the visitor. 
respect it is safe to assert that this is an almost per- 
fectly balanced exhibition. 
feature of special interest such as, for example, the 
Isotta-Fraschini mounting an unusual sport body de- 
signed by the late Rudolph Valentino and intended for 


In this 


To be sure some have a 
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Prices and Weights of Current Passenger Car Modeis 








SHIP 
WT. PASS. BODY STYLE. PRICE 
AUBURN “4-44” 
alten 5-p Touring $1,145 
aes 5-p Roadster 1,145 
elites 2-p Coupe 1,175 
een 5-p Sedan 1,195 
ed ed 
eisaneaie 2-p Roadster $1,095 
saihinien 5-p Touring scanaieiiae 
wacebisile 5-p Brougham 1,195 
een 5-p Sedan 1,295 
iain’ 5-p Wanderer Se’n 1,345 
**§ -66”" 
2850 4-p Sp. Roadster $1,395 
2860 6-p Touring 1,395 
omeees 3-p Coupe 1,445 
3020 5-p Brougham 1,495 
3070 5-p Sedan 1,69 
3070 5-p Wanderer 1,745 
“g.7'7" 
seuatons 2-p Roadster $1,395 
oibeineis 5-p Touring small 
witdian 5-p Brougham 1,495 
sisaaiicemea 5-p Sedan ,695 
nies 5-p Wanderer Se’n 1,745 
“9.899 
(129 in. W. B.) 
3180 4-p Sp. Roadster $1,695 
3200 6-p Touring 1,695 
ada 3-p Coupe 1,745 
3380 5-p Brougham 1,795 
3450 5-p Sedan ,995 
3450 5-p Wanderer 2,045 
(146 in. W. B.) 
alitialis 7-p Sedan $2,495 
BUICK 
4415” 
2845 2-4-p Roadster $1,195 
2955 5-p Tourng 1,225 
3020 2-4-p Coupe 1,195 
3150 5-p 2d. Sedan 1,195 
31186 4-p Coupe 1,275 
3230 5-p 4d. Sedan 1,295 
66 ’ 
(120 in. W. B.) 
3800 4-p Coupe $1,465 
3670 5-p 2d. Sedan 1,395 
3765 5-p 4d. Sedan 1,495 
66 99 
(128 in. W. B.) 
3570 4-p Sp. Roadster $1,495 
3635 5-p Sp. Touring 1,525 
3805 4-p Country Club 1,765 
veneiiants 5-p Coupe 1,850 
ere 3-5-p Coupe 1,925 
3940 5-p Brough. Sedan 1,925 
4025 7-p Sedan 1,995 
C C 
“314” Standard Line 
(132 in. W. B.) 
4170 + -p Brougham $2,995 
4105 2-p Coupe ,100 
41990 5-p Victoria 3,195 
4270 5-p Sedan 3,250 
4469 2- > Sport Coupe 3,500 
4590 5-p Sport Sedan 3,650 
(138 in. W. B.) 

4370 T-p Sedan $3,400 
4480 7-p Imperial 3,535 
Custom Built 
(132 in.) 

4220 2-p Roadster $3,350 
4300 2-p Conv’t Coupe 3,45 
(138 in. W. B.) 

4285 7-p Touring $3,450 
4275 5-p Phaeton 3,450 
4465 5-p Sp. Phaeton 3,975 
4465 5-p Coupe 3,855 
4465 5-p Sedan 3,995 
4580 7-p Suburban 4,125 
4615 7-p Imperial 4,350 

CASE 
dg. I. C. 
3260 3-p Roadster $1,840 
3290 5-p Touring 1,885 
3470 5-p Sp. Touring 2,160 
3640 5-p Sedan 2,590 
3650. 5-p Brougham 2,590 
ssy> 
3950 7-p Touring $2,225 
4320 7-p Sedan 2,975 
CHANDLER BIG SIX 
3200 2-4-p Roadster $1,695 
3330 6-p Touring 1,545 
3345 7-p Touring 1,645 
3570 5-p 20th C’y Sedan 1,495 
3570 5-p - Met. Sedan 1,595 
3485 4-p Coupe 1,675 
3725 7-p Sedan 1,795 
Standard Six 
(108% in. W. B.) 
2475 5-p Touring $ 945 
2565 5-p De Luxe Tour. 1,005 
2470 2-4-p Sport R’dster 1,135 
2685 5-p Sedan 995 
2620 2-p Coupe 1,035 
2685 5-p De Luxe Sedan 1,095 
2620 2-p De Luxe Coupe 1,125 
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SHIP 
WT. PASS. BODY STYLE. PRICE 





Special Six 
(115 in. W. B.) 
2890 5-p Tourin $1,145 
2940 5-p Sport Touring 1,295 
2995 2-p Coupe 1,195 
2995 2-p De Luxe Coupe 1,285 
3200 5-p Sedan ,295 
CHEVROLET “Vv” 
1785 2-p Roadster $510 
1865 5-p Touring 510 
2005 2-p Utility Coupe 645 
2110 5-p Coac 645 
2185 5-p Sedan 735 
2185 5-p Landau Sedan 765 
CHRYSLER 
**50”" 
2145 5-p Touring $750 
2025 2-p Roadster 750 
2130 2-4-p Roadster 795 
2230 2-p Coupe 750 
2335 5-p Coach 780 
2410 5-p Sedan 830 
**60”’ 
2575 5-p Touring $1,075 
2545 2-p Roadster 1,145 
2605 2-4-p Roadster 1,175 
2690 2-p Coupe 1,125 
2780 5-p Coacht 1,145 
2840 5-p Sedan 1,245 
67 0"’ 
2845 2-4-p Roadster $1,495 
2930 7-p Phaeton ,39 
sistas 5-p Sp. Phaeton 1,495 
ion” ss Cabriolet ameeeee 
cieeiics 4-p Coupe niin 
3000 2-4-p Royal Coupe 1,545 
3090 5-p Brougham 1,525 
3150 5-p Royal Sedan 1,59 
3160 5-p Crown Sedan 1,795 
6é 39 
(185% in.*) 
3765 5-p Phaeton $2,545 
3805 2-4-p Roadster ,59 
4235 5-p Sedan 3,095 
(192% in.*) 

4090 4-p Coupe $2,895 
4065 2-p Cabriolet »49 
(19844 in.*) 

4450 7-p Sedan $3,295 

4260 7-p Sedan Lim. J 
4265 5-p Town Car 5,495 
tCloth Wpnamters. Leather at 
extra cost. 
*Overall length. 
CUNNINGHAM 
“V6” 
4500 4-p Sp. Touring $6,150 
4600 7-p Touring 6,650 
4700 4-p Coupe 7,600 
5000 6-p Limousine 8,100 
DAGMAR 
**6-70"" 
3750 4-p Roadster $3,500 
3800 4-p Sp. Tourer 3,500 
3700 4-p Phaeton 3,500 
4200 4-p Petite Coupe 4,500 
4200 4-p Petite Sedan 4,500 
4500 4-p De Luxe Coupe 4,750 
4700 5-p Sedan 
4800 7-p Sedan 4,750 
‘66-60’ 
3150 5-p Touring $1,785 
3100 2-p Roadster 1,985 
3200 4-p Sp. Touring 1,985 
3500 5-p Sedan 2,445 
DAVIS 
**99.99"" 
2915 5-p Legion. Tour. $1,495 
3000 5-p Sedan Be 
3060 5-p Imperial Sedan 1,795 
**93-27"" 
2325 5-p Touring $1,285 
2500 5-p Sedan me 
2450 3-p Coupe 1,285 
DIANA “St. 8” 
2995 5-p Roadster $1,795 
2995 5-p Palm Bch. Rds. 1,995 
3170 5-p DeL. Bro’m 1,995 
3275 5-p De Luxe Sedan 2,195 
3160 5-p Cabriolet 2,095 
3640 7-p Sedan aoe in. 
W. B.) 2,695 
3640 7-p Berline Sedan 2,895 
3640 5-p Town Car 5,000 
DODGE BROTHERS 
2448 2-p Roadster $ 795 
2538 2-p Special Roadster te 
2567 5-p Touring 79 
2642 5-p Spec. Touring 348 
2497 2-4-p Sport Roadster 945 
2617 4-p Sport Touring 880 
2589 2-p Coupe 845 
2632 2-p Spec. Coup 895 
2811 5-p Sedan 895 
2883 5-p Spec. Sedan 945 
2920 5-p DeL. Sedan 1,075 

















SHIP 
WT. PASS. BODY STYLE. PRICE 


DUESENBERG 
Straight “8” 





8920 2-p Roadster Tt 
3970 4-p Roadster Tt 
3700 5-p Phaeton T 
3980 4-p Sp. Phaeton 
4115 5-p Sedan T 
4500 7-p Sedan T 
TManufacturers do not quote 

list prices. 
DU PONT 

“hm” 
3700 4-p Roadster $2,800 
3850 5-p Touring 2,800 
3850 4-p Coupe 3,200 
4100 5-p Sedan 3,400 
ELCAR **4-55” 
2560 5-p Touring $1,095 
2710 4-p Roadster »295 
2900 5-p Coach 1,195 
2050 3-p Coupe 1,295 
2779 5-p Sedan 1,395 

“6-65” 
2780 5-p Touring $1,295 
2840 4-p Roadster 1,495 
2980 3-5-p Landau R’dster 1,675 
2779 5-p Coach 1,395 
2980 3-p Coupe 1,495 
2900 5-p Sedan 1,595 

“8-81” 
3675 7-p Touring $2,265 
3000 3-p Coupe R’dster 2,195 
3620 3-5-p Landau R’dster 2,295 
3590 4-p Coupe 2,095 
3795 5-p Sedan 2,265 
4245 7-p Sedan 2,765 
ESSEX 

**Six’’ 
2260 5-p Touring $76 
2500 5-p Coach 695 
2540 5-p Sedan 4d. 795 
FLINT 

**7-18"’ 

2525 5-p Coach $” 960 
2580 5-p DeL. Coach 1,075 
“B-60” 

2745 4-p Roadster $1,360 
2750 5-p Touring 1,260 
2885 4-p Sp. Roadster 1,495 
2890 4-p Coupe Roadster 1,495 

3030 5-p Sedan 4d. , 
3010 5-p Brougham - 1,450 
**E-80” 

(120 in. W. B.) 
3335 4-p Roadster $1,645 
3245 5-p Touring 1,450 
3395 4-p Sp. Touring. 1,645 
3500 4-p Coupe 1,850 
3625 5-p Sedan 1,925 
(130 in. W. B.) 
3780 T-p Sedan $2,125 
FORD 
With Starter, Dem. Rims and 
Balloon Tires 
1655 2-p Runabout $360 
1728 5-p Touring 380 
1860 2-p Coupe 485 
1972 5-p Tudor Sedan 495 
2004 5-p Fordor Sedan 545 
FRANKLIN 
“41” 
2800 3-p Sport Road. $2,690 
2845 5-p Touring 2,635 
2965 3-p Coupe 2,645 
siti 3-5-p Coupe 2,760 
3175 5-p Sedan 2,790 
wens 4-p Victoria 2,79u 
sieniiinis 5-7-p Sedan 2,840 
ilies 5-p Oxford Sedan 2,865 
3680 5-p Sport Sedan ,910 
3275 7-p Limousine 2,990 
3135 7-p Cabriolet 4,400 
GARDNER 
6B 
natin 5-p Sedan $1,595 
80" 
otitis tates Roadster $1,395 
dabei sadeianals Seda n 1,695 
**90" 
sali» Deas Roadster $1,995 
sakes aia Brougham 2,295 
seialiiiee ° <aplaiaiie Sedan 2,295 
Eo Victoria 2,295 
HERTZ 
‘sFp-]°” 
3587 5-p ere  —C(tnm ete 
3720 5-p Sedan KX... 





wT. * PASS. BODY STYLE. PRICE 
HUDSON 
‘Super Six”’ 
3395.  7-p Phaeton $1,250 
3440 5-p Coach 1,0°5 
hii. weenie Spec. Coach 1,150 
3560 4-p Brougham 4d. 1,395 
3685 7-p Sedan 1,485 
HUPMOBILE — 
2620 5-p Touring $1,325 
alee 2-4-p Roadster 1,385 
2800 5-p Sedan 1,385 
2800 2-4-p Coupe 1,385 
“HR” 
3300 5-p Touring $1,945 
3360 7-p Touring 2,045 
3355 2-4-p Roadster 2,045 
3465 2-4-p Coupe 2,345 
neem 5-p Brougham 2,245 
3545 5-p Sedan 2,345 
aeons 5-p Victoria 2,345 
3580 5-p Berline 2,445 
scaniinais 7-p Sedan 2,495 
etait 7-p Sedan Lim. 2,595 
JEWETT 
6-45" 
aaiaiuaees §-p Touring $1,150 
2660 5-p Brougham 1,195 
2760 5-p 4d. Sedan 1,295 
JORDAN 
sey”? 
2915 4-p Playboy Road, $1,845 
3200 5-p Sedan 1,945 
3200 4-p Victoria 1,945 
3200 2-4-p Sport. Coupe 2,195 
3200 4-p Cus. Victoria 2,195 
3200 5-p Cus. Sedan 2,195 
Series “‘AA’”’ 
3470 5-p Sedan $2,495 
3470 4-p Victoria 2,495 
KISSEL 
**55’’ 
(124 in. W. B.) 
3020 5-p Phaeton $1,585 
3660 7-p Touring 1,685 
3065 2-p Speedster 1,795 
3225 4-p Tourster 1,795 
3160 4-p Speedster 1,895 
3190 2-p Speedster 
Enc.) 2,085 
3275 4-p Speedster 
Enc.) 2,185 
saints 2-p Coupe R’dster 1,795 
sinatatiniis 4-p Coupe R’dster 1,895 
3300 5-p Brougham 1,695 
istatiiies 5-p Spec. Bro’m 1,795 
3440 5-p Bro’m Sedan 1,895 
sities 5-p Spec. Bro’m 
Sed. 2,095 
(132 in. W. B.) 
3590 5-p Bro’m Sed. 
DeLuxe $2,585 
4010 7-p Sedan DeLuxe 3,085 
3640 7-p Berline Sed. . 
DeLuxe 3,185 
son”? 
(131) in. W. B.) 
3220 5-p Phaeton $1,985 
3630 7-p Touring 2,085 
3275 2-p Speedster 2,195 
3335 4-p Tourster 2,195 
3360 4-p Speedster 2,295 
3425 2-p Speedster 
Enc.) 2,485 
3500 4-p Speedster 
(Enc.) 2,585 
en 2-p Coupe R’dster 2,196 
stahei 4-p Coupe R’dster 2,295 
3565 5-p Brougham 2,095 
anaes 5-p Spec. Bro’m 2,195 
3760 5-p Bro’m Sedan 2,295 
“bien 5-p Spec. Bro’m 
Sedan 2,495 
(139 in. W. B.) 
3910 5-p Bro’m Sedan 
DeLuxe $2,985 
4080 7p Sedan DeLuxe 3,485 
4125 7-p Berline Sed. 
DeLuxe 3,585 
LINCOLN “8” 
4760 2-p Sport R’dster $4,500 
4810 7-p Sport Touring 4,500 
4880 4-p Sport Phaeton 4,500 
4610 4-p Coupe 4,600 
4885 4-p Sedan 4,800 
4760 5-p Sedan 4,900 
4890 7-p Sedan 5,100 
4945 7-p Limousine 5,300 
LOCOMOBILE 
“Jr. 8’ 
3035 4-p Roadster $2,150 
3055 5-p Touring 1,785 
3335 5-p Sedan 2,285 
3330 5-p Brougham 2,285 
**90”" 
4475 4-p_ Sportif $5,500 
4370 4-p Roadster 5,960 
4680 4-p Victoria Coupe 6,950 
4842 5-p Victoria Sedan 7,300 
4615 7-p Cabriolet 7,560 
4930 7-p Suburban 7,500 
4615 7p Brougham 7,500 


Motor Age 





5,500 


IAAI 
- Crore « 
foes) 

So 





Prices and Weights of Current Passenger Car Models 
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IP 
WT. PASS. BODY STYLE. PRICE 


LOCOMOBILE—Continued 
4g” 
5030 4-p Sportif $7,460 
5330 7-p Touring 7,460 
5640 7-p Touring Lim. 9,500 
5600 5-p Victoria Sedan 10,050 
5464 6-p Brougham 10,040 
5868 7-p Enc. Dr. Lim. 10,050 
5624 7-p Cabriolet 10,300 
McFARLAN ‘6’ 
“sy” 
3700 2-p Roadster $2,650 
aaa 2-p Spec. Roadster 2,900 
3600 5-p Touring 2,65 
wid 7-p Touring 2,750 
eneiain 5-p Brougham 4d. 3,180 
3850 4-p Coupe 3,180 
3850 5-p Sedan 3,180 
_..  S-p Spec. Sedan 3,180 
3850 7-p Sedan 3,2 
neuen 5-p Sub. Sedan 3,380 
ies 7-p Sub. Sedan 3,480 
copy’ 
4000 2-p Roadster $5,400 
4600 4-p Sp. Touring 5,600 
4900 4-p Coupe 6,720 
5200 4-p Tour. Sedan 6,720 
5200 7-p Tour. Sedan 6,810 
saliahe 6-p Sedan 6,720 
snenaaall 7-p Sedan 6,810 
ual 7-p Spec. Sedan 6,810 
oneatianll 7-p Enc. Sedan 7,110 
sail 7-p Sub. Sedan 7,110 
5200 7-p Town Car 9,000 
‘Straight 8’ 
3400 2-p Roadster $2,650 
3400 4-p Roadster 2,900 
3400 5-p Touring 2,650 
3450 7-p Touring 2,750 
3650 5-p Sedan 3,180 
3650 5-p Sub. Sedan 3,380 
3700 7-p Sedan 3,280 
3700 7-p Sub. Sedan 3,480 
3650 4-p Coupe 3,180 
3650 5-p Coach Brough. 3,180 
3750 5-p Town Car 4,600 
MARMON 
son? 
4261 2-p Speedster $3,485 
4256 4-p Speedster 3,485 
ential 5-p Phaeton 3,485 
nie 7-p Tour. Speedster 3,565 
2-p Coupe R’dster 3,565 
5-p Town Coupe 3,195 
ne 2-p Coupe ,485 
4346 4-p Victoria 3,485 
ome 5-p Brougham 3,565 
4498 5-p Sedan 3,565 
4620 7-p Sedan 3,64 
sanbhinai 5-p Custom Sedan 3,960 
miei 7-p Custom Sedan 4,075 
iaiaieiie 7-p Custom Lim. 4,175 
MOON 
#6. 60” 
2295 3-5-p Roadster $ 995 
_ DeL. Roadster i 
2340 5-p Phaeton 
2420 5-p Coach 996 
c DeL. Broug. 1,095 
, ila Cab. Roadster 1,195 
peer 4d. Sedan 1,195 
Series “A” 
2600 - Roadster $1,395 
2560 - Touring 1, 
Cab. Roadster 1,595 


DeL. Bro’m. 1,395 


2860 - DeL. Sedan 4d. 1,545 
NASH 

“Light Six’’ 
2275 5-p Touring $865 
2310 2-p Coupe 925 
2475 5-p Sedan 995 

“Special’’ 

2900 2-p Roadster $1,115 
2980 5-p Touring 1,135 
2980 4-p Roadster 1,225 
3030 2-p Business Coupe lI, (165 
3150 5-p Sedan 2d. 1,215 
3170 5-p Sedan 1,315 

“Advanced” 

(121 in. W. B.) 

3390 4-p Roadster $1,475 
3400 5-p Touring 1,340 
3550 5-p Sedan 2d. 1,425 
3650 5-p Sedan 1,525 

“Advanced” 

(127 in. W. B.) 

3480 7-p Touring $1,490 
3640 4-p Victoria 1,790 
3750 6&-p Coupe 1,990 
3830 7-p Sedan 2,090 


December 2, 1926 





SHIP 
WT. PASS. BODY STYLE. PRICE 
OAKLAND 
“<g> 
2500 5-p Touring $1,025 
2590 4-p Sp. Roadster 1,175 
2620 5-p Phaeton 1,095 
2745 5-p 2d. Sedan 1,095 
2705 3-p Landau Coupe 1,125 
2855 5-p 4d. Sedan 1,195 
2885 5-p Landau Sedan 1,295 
OLDSMOBILE 
“30K” 
2200 5-p  Tourin $875 
2317 4-p DeL. Roadster 975 
2400 5-p DeL. Touring 980 
2347 2-p Coupe 925 
24560 5-p Coach 950 
2470 2-p DeLuxe Coupe 990 
2620 5-p DeLuxe Coach 1,650 
2510 5-p Sedan 1,025 
2690 5-p DeLuxe Sedan 1,125 
2705 5-p Landau 1,190 
OVERLAND 
Whippet 
es Touring $645 
2130 2-p Coupe 685 
2075 5-p Sedan 695 
**93"" 
2395 5-p Touring $825 
2397 2-p Coupe 825 
2443 5-p Std. Sedan 835 
2583 5-p DeLuxe Sedan 975 
PACKARD 
hd | ie 
=n 4-p Roadster $2,685 
cane 5-p Phaeton 2,585 
saan 4-p Coupe 2,685 
anise 5-p Sedan 2,585 
(133 in. W. B.) 
sitaidai 7-p Touring $2,785 
suminde 7-p Sedan 2,785 
oa 5-p Club Sedan 2,725 
see 7-p Sedan Lim, 2,885 
6éQ99 
(136 in. W. B.) 
siiieidait 4-p Runabout $3,850 
veniiiaine 5-p Phaeton 3,750 
amine 4-p Coupe 4,750 
muttiiés 5-p Sedan 4,750 
(143 in. W. B.) 
jamais 7-p Touring $3,950 
sialineneote 5-p Club Sedan 4,890 
neta 7-p Sedan 5,000 
—_— 7-p Sedan Lim. 5,100 
PAIGE 
“§.."75"" 
(125 in. W. B.) 
3420 7-p Touring $1,655 
3540 4-p Cab Roadster 1,995 
3550 5-p Sedan 1,695 
3550 4-p Coupe 1,995 
3765 7-p Sedan 1,995 
3805 7-p Limousine 2,245 
66-65” 
(115 in. W. B.) 
a 4-p Roadster $1,540 
3215 5-p Brougham 1,395 
3115 5-p Landau Bro’m 1,3y5 
3280 5-p Sedan 1,540 
PEERLESS 
‘ -72” 
(126% in. W. B.) 
3175 5-p Touring $1,895 
3425 5-p Coupe 2,295 
3500 5-p Sedan 2,395 
(133% in. W. B.) 
3275 2-p Sp. Roadster a 195 
3300 7-p Phaeton 1,995 
3700 7- “P Sedan 2. 595 
3825 Limousine 2,695 


DeLuxe Sedan 2795 
DeLuxe Sedan 2,995 


“G-80” 
2800 5-p Phaeton $1,395 
2895 5-p Roadster 1,495 
eoiaiiiieia 2-4-p Coupe Roadster 1,565 
2950 5 Sedan 2d. 1,545 
3140 -p Std. Sedan 1,595 
tanita: aaa Sport Sedan 1,795 
3140 5-p DeLuxe Sedan 1,795 
‘66-90 
eee 2-4-p Sport Roadster ........ 
wien wae Coupe R’dster $1,725 
‘onene 5-p Sedan eet 
wus = useee ~»=0 Lan daulet 1,995 
68.69" 

(13314 in. W. B.) 
oe Roadster $2,995 
ennui 7-p Sedan 3,095 
3950 5-p Sedan 3,495 
4025 7-p Sedan 3,595 
4160 7-p Ber. Limcusine 3,795 

(126 in. W. B.) 
msaieinnit 5-p Coupe $2,795 
inane 5-p Sedan 2,995 














SHIP 
WT. PASS. BODY STYLE. PRICE 
PIERCE-ARROW 


**g0"" 
3285 2-p Runabout $2,895 
3300 4-p Phaeton 3,095 
3440 7-p Phaeton 2,895 
3470 5-p Coach 2d. 2,995 
3405 2-p Coupe 3,100 
3525 5-p Coach 4d. 3,250 
3620 7-p Coach 3,350 
3420 4-p Coupe 3,695 
3500 5-p Sedan 3,895 
3600 7-p Sedan 3,995 
3655 7T7-p Enc. Dr. Lim. 4,045 
3675 7-p Lim. Coach 3,450 
“36” 
4445 2-p Runabout $5,875 
4480 4-p Touring 5,875 
4585 7-p Touring 5,875 
4760 3-p Coupe 6,375 
4800 4-p Sedan 6,375 
4760 7-p Sedan 5,875 
4770 4-p Coupe Sedan 6,375 
4840 7-p Enclosed Lim. 5,875 
4840 7-p French Lim. 7,500 
4840 7-p Enc. Dr. Land. 6,000 
4760 7-p Sedan Landau 6,000 
4880 4-p Lim. Encl. 6,375 
4800 4-p Sedan Landau’ 6,600 
4880 4-p Encl. Landau’ 6,600 
4740 7-p French Landau 8,000 
PONTIAC 
‘Six’ 
2395 2-p Coupe $825 
2450 5-p 2d. Sedan 825 
2455 5-p Landau Sedan 895 
2420 2-p DeLuxe Coupe 895 
2565 5-p DeL. Lan. Sed. 975 
REO 
org” 
3375 2-p Roadster $1,665 
3182 5-p Sp. Touring 1,395 
3365 2-p Coupe 1,495 
3365 2-p Spec. Coupe 1,565 
3515 5-p Sedan 4d. 1,565 
3565 5-p Spec. Sedan 1,745 
REVERE 
15 ed 
3900 2-p Sp. Roadster $2,750 
3975 4-p Speedster 2,750 
4050 5-p Touring 2,750 
4300 5-p dan 3,800 
Salad 
3700 2-p Roaaster $3,200 
3800 4-p Sporster 3,20 
3970 5-p Touring 3,200 
4400 5-p Sedan 4,000 
RICKENBACKER 
“ey” 
3038 5-p Touring $1,750 
3068 7-p Touring 1,795 
2953 4-p Roadster 1,795 
3116 5-p Coupe-Sedan 1,495 
3202 5-p Brougham 1,695 
3092 4-p Coupe Roadster 1,920 
3317 5-p Sedan 1,995 
3353 7-p Sedan 2,195 
“B-8” 
3227 4-p Roadster $2,195 
3315 5-p Touring 2,150 
3355 7-p Touring 2,195 
samen 4-p Sup. Sp. Road- 
ster 3,250 
3445 5-p Coupe Sedan 2,095 
3486 5-p Brougham 2,195 
3345 4-p Coupe Roadster 2,320 
3603 5-p Sedan ,495 
3640 7-p Sedan 2,59 
slit 4-p Sup. Sp. Sedan 56,000 
ROAMER 
**§-50-55” 
—! 5-p Spec. Tourer $1,295 
helenae 5-p Spec. Sp.Tourer 1,395 
aasceaiaae 2-p Bus. Coupe 1,395 
Si aalenas 5-p Coupe 1,395 
aaaniabieie 5-p Sedan DeLuxe 1,695 
*G- 54- B’”’ 
+ 4-p Roadster $2,385 
seins 4-p Tourer 1,985 
eliabiadal 4-p Sport 2,285 
seinem 7-p Tourer 2,285 
3-p Cabriolet 2,750 
eseneaiiee 5-p Sedan 2,950 
$44..795-B’’ 
“Custom Built’ 
saataalins 2-p Speedster $3,485 
iene 3-p Sport 3, 
nian 4-p Tourer 2,985 
“8-80” (126 in. W. B.) 
3310 2-p Roadster $1,895 
3410 2-p Coupe ‘ 
3580 5-p Sedan 1,985 
ROLLS-ROYCE 


Manufacturers do not quote list 


prices. 








SHIP 
WT. PASS. BODY STYLE. PRICE 
STANLEY 
6496 2"9 
3600 5-p Phaeton $2,650 
4000 5-p Sedan 3,400 
STAR 
66499 
1850 p Conv’t R’dster $550 
1905 5-p Touring 550 
1965 2-p Coupe 675 
2120 5-p Coach 695 
2190 -p Sedan 4d. 795 
Standard “6” 
2075 5-p Touring $725 
2160 2-4-p Sp. Roadster $10 
2100 2-p Coupe 820 
2245 5-p Coach 880 
2355 5-p Sedan 975 
2365 5-p Landau Sedan 995 
2150 2-4-p Sp. Coupe 995 
STEARNS-KNIGHT 
66-85” 
4185 2-p Roadster $3,250 
4285 4-p Touring 3,250 
4640 2-p Cab-Roadster 3,550 
4290 4-p Coupe ,350 
4407 5-p Std. Sedan 3,350 
4515 5-p Custom Sedan 3,350 
4505 7-p Sedan 3,55 
4650 5-p Std.Sedan Lim. 3,550 
4650 5-p Cus.Sedan Lim, 3,550 
4800 7-p Sedan Lim. 3,750 
STUDEBAKER 
S Six 
2700 3-p Du. Roadster $1,160 
2765 3-p Sport Roadster 1,250 
2830 5-p Du. Phaeton 1,180 
2875 3-p Country Club 1,295 
2945 5-p Coach 1,230 
3115 5-p Sedan 1,330 
3235 5-p Custom Sedan 1,385 
ee Cus. Victoria 1, 335 
Special Six 
3500 -p Sp. Roadster $1,630 
3495 5-p Du. Phaeton 1,480 
3470 5-p Coach 1,480 
3620 5-p Brougham 1,830 


Big Six 
(120 in. Ww. B.) 


3270 3-p 
3400 4-p 
3405 5-p 
3510 5-p 
3705 4-p 
3835 5-p 


Du. Roadster $1,530 
Sport Roadster 1,680 
Sport Phaeton 1,610 
Club Coupe 1,480 
Cus. Victoria 1,735 
Custom-Bro’m 1,785 


(127 in. W. B.) 


3630 7-p Du. Phaeton $1,810 
3910 5&-p Brougham 4d. 2,130 
4050 7-p The President 2,245 
STUTZ 
“A-A 
(131 in. WW. B.) 
4164 2-p Speedster $2,995 
4175 4-p Speedster 2,995 
4390 5-p Brougham 2,995 
4416 5-p Sedan 2,995 
4273 4-p Vic. Coupe 2,995 
4286 2-p Coupe 2,995 
(145 in. W. B.) 
4656 T-p Sedan $3,685 
4731 7-p Sedan Lim. 3,785 
VELIE 
“Spec. 60’ 
3025 5&-p Club Phaeton $1,450 
2908  3-p Coupe be 
3175 5-p Sedan 450 
3340 5-p Royal Sedan is 785 
3350 5-p DeLuxe Sedan 2, "050 
“Std. 50” 


(112 in W. B.) 


2900 5-p 


Sedan $1,045 


WILLS SAINTE CLAIRE 


“T-6” (127 in. W. B.) 
3675 5-p Traveler $2,700 
3580 4-p Roadster 2,700 
3750 4-p Cab. Roadster 3,350 
3900 5-p Std. Sedan 3,150 
3970 7-p Sedan 3,250 
4080 7-p Limousine 3,350 
WILLYS-KNIGHT 
**66”" 
3323 2-p Roadster $1,850 
3395 5-p Touring ,75 
3566 7-p Touring 1,950 
eae 2-4-p Coupster 2,295 
3604 4-p Coupe ,19 
3686 5-p Sedan 2,295 
3822 7-p Sedan 2,495 
670"" 
2846 5-p Touring $1,295 
asian 2-p Coupe 1,395 
2853 5-p Sedan 1,395 
3050 5-p Sedan 1,495 





(Zp 2bvG WO penuijuoy) 
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N ever-increasing number of people are 
discovering that the new Cadillac sur- 
passes, in every phase of luxurious and de- 
pendable transportation, anything they had 
ever known before, even in former Cadillacs. 


This ability to excel—to obtain results so 
superior as actually to startle even those 
who had been familiar with Cadillac over 
many years—has carried the Cadillac of 
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today so far ahead .of its own fine field as 
almost to discourage emulation. 


The unbounded satisfaction which this new 


Cadillac brings its owners is still further 


heightened by the fact that, with 50 Body 
Styles and Types and 500 Color and 
Upholstery Combinations, Cadillac has 
practically achieved the individualization of 
the motor car. 
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Tits advertisement appeared 
in the Saturday Evening Post 
and the Literary Digest 
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aw That's why it asks no favors, fears no road! 
That’s why owner praise, so widely voiced 
that all may hear, brings to Oldsmobile 


showrooms ever-increasing thousands who 
buy with confidence! 
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os Bushing Bearings for automotive replace- 
ment are made in a plant that is literally under the 

microscope all of the time. Scientists, metallurgists, 
| laboratory workers, inspectors exercise a constant and 
searching supervision over every plant process. That’s 
why Bunting replacement bushings are better. Get them 
from established wholesalers everywhere. 


| THE BUNTING BRASS & BRONZE CO. 
ls Toledo, Ohio 


Branches and Warehouses at 





















NEW YORK CHICAGO PHILADELPHIA 
° 245 West 54th St. 2015 S. Michigan Ave. 1330 Arch St. 
Columbus 7528 Calumet 6850-6851 Spruce 5296 
SAN FRANCISCO BOSTON 
198 Second St. 36 Oliver St. 


Douglas 6245 Main 8488 








PHOSPHOR BRONZE 


BUSHING BEARINGS 


PATENTE O 
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Model C 


Universal 


HOUSANDS and thousands of 
these new Bull Dog Accel- 
erators will be sold by deal- 
ers during the Holiday Season. 
Feature the ‘‘Model C’’. Tell 
your customers who seek gifts 
that this one model fits every 
Ford including the latest series 
with Hot Plate Vaporizer. 


Tell them about the restful 
action of the Bull Dog pedal with 
its exclusive foot rest—and com- 
fortable rubber pad. There are 
many interesting points—many 
advanced features to interest 
your Ford owning customers in 
this better accelerator. 


And they’ll pick the new Bull 
Dog and you make a worthwhile 
profit on every sale at $1.50 
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The W H. Thomas Mfg.Co. Spencer, lowa 


World's Largest Manufacturers of Foot Accelerators 
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NOTHING 
EVERYTHING 


tothe Cost— 
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HATEVER the product—from soda crackers 
to sedans—which make sells easiest—shows 
the biggest turnover and the steadiest profit? 


The quality make, naturally. The reliable make, of 
course. The make with the reputation behind it, 
unquestionably. 


Thermoid is no exception to the rule. 


But now Thermoid has still more to offer. Since we have 
been making it with the new tight-textured twill weave 
Thermoid ‘‘out-Thermoids”’ its own past record. Today 
“Old Reliable’? shows a smooth-gripping quality which 
will astonish even the seasoned Thermoid user. 


For the new Thermoid won’t slip—it doesn’t swell. It 
gives just the proper braking action in all kinds of 
weather. Dry pavements, or wet—you can depend on 
Thermoid for exactly the right behavior. 


When you sell or install Thermoid you are dealing with 
the established product of an old and reliable manufac- 
turer. It pays to stick to Thermoid. 


The new Thermoid is perfect for passenger cars 

and trucks. Wherever extraordinary service is de- 
manded of passenger cars, trucks and 
busses, you can rely on Thermoid for the 
dependable job. 


Thermoid THERMOID RUBBER COMPANY 


Radiator Hose Factories and Main Offices Thermoid-Hardy 
The perfect radiator hose. TRENTON. N. J Universal Disc 


Specially constructed to with- If it’s service 
P you want make 
stand the action - oil, pore your universal joint replacements 
freezing solutions, hot and co P ° es ° with Thermoid-Hardy Discs. The 
water. Thermoid Radiator Makers of Thermoid and Rexoid Transmission Lining, Thermoid-Hardy’s patented Ps 
me nego ae pegs aye a Thermoid-Hardy Universal Joints, Thermoid Radiator wise fabric construction outlasts 
tube separate. Hose and Mechanical Rubber Goods Pabedan ree 
Like Every Thermoid Like Every Thermoid 
Product—It WEARS Product—It WEARS 
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[t takes teamwork and stamina to bring home the 
victory. In the Ignition System, just as much as 
in the racing crew, these factors are all-important 
for keeping up the winning pace. Every part is de- 
pendent not only on its own inbuilt quality but also 
on its ability to work to the best advantage with all 
the other parts. | 

The Coil is the part that has the biggest job in the 
Ignition System. Unless it is always there with a 
strong hot spark, the rest of the system is handi- 
capped and the operation of the whole engine suf- 
fers. It takes a real coil to come across every time 
with the kind of spark that makes for quick start- 
ing, summer and winter. A real coil to keep pace 
with the engine—no matter how fast it is running— 
to insure complete combustion at all speeds. A real 
coil to stand up day in and day out, rain or shine, 
under the strain of thousands of volts, without 
breakdown or open circuit. 

North East Ignition Coils are real coils—built to 
excel in teamwork—to work together with 
breaker-mechanism, condenser and _ distributor. 
They combine the highest skill in design with the 
unvarying standards of construction which have 
made North East products pre-eminent in the 
Automotive Equipment field. 















Nortn East Seavice Inc. 
Rochester- Atlanta-Chicago- Detroit-Kansas City- New York 
San Francisco-London-Paris-Toronto 
Authorized Service Stations throughout the World 


Nenrn Easy Execrnic Co. 


Manufacturers of Automotive Equipment 
Rochester, N. Y. 
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STARTING LIGHTING IGNITION ~ HORNS - SPEEDOAMETERS - FRACTIONAL H.B MOTARS 
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~The Up-to-date Motor Car | 
Clean Oil—Clean Air—No Dilution 











Never in the history of the automobile has development been so 
marked and progress so swift as now. 


| ee Ne 


Especially in those new devices which mean added economy and 
convenience to the owner, and longer life to the car, the industry 
is making tremendous strides. 


Naturally dealers are interested to know about these new devices. 


We are therefore offering free to interested dealers full informa- 
tion on any of tne following timely subjects: 


If you want to be fully informed on the new devices that are insur- 
ing the automobile new life, simply check the number in the cou- 


pon below which corresponds to the number of the subject on 
which you want information, anda bulletin will be sent you free. . 


AC Spark Plug Company, FLINT, Michigan 


AC-SPHINX AC-TITAN 
Birmingham Levallois-Perret ‘ 
ENGLAND FRANCE z 


AC SPARK PLUG COMPANY, Information Division, FLINT, MICHIGAN 


‘Gentlemen: I want to know more about the modern motor car and its improvements, (1) 2) 8) 
and am especially interested in the subject I have checked here: 








My Name is.... 


ee eae ae wes 


Address___......... 








City 
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SPARK PLUGS SPEEDOMETERS AIR CLEANERS OIL FILTERS 
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CARPENTER 


Why the Famous 
“Passed 1 tp ” Other Franchises 











“Bill” Carpenter take on a line unless he is sure that he will make 
—“Lucky Bill” money for his dealers and himself—and be happy 
they call him— makingit. That’s why he decided on Kissel after 


of Albany, New analyzing a number of different makes of cars. 


York, has “taken 
on” the Kisse] Carpenter knows what he’s about. To give you 


line. Carpenter has an efficient dealer organiza- Some idea of Carpenter’s success you need only 
tion extending all the way from the Canadian know that not one of his dealers ever has gone 
line down to Hudson and Oneonata. out of business. Some have been with him as 
long as 10 years—all have prospered. Mr. 
Carpenter sees even greater success ahead of him 
now that he has the Kissel line. 





“There is an atmosphere of permanency about 
the Carpenter organization that inspires confi- 
dence, and it’s a happy, money-making family,” 


says a recent article in Motor. He says, “Kissel hasn’t the biggest selling line 
That’s the big thing about Carpenter, he won’t inthe industry. You don’t have to have the big- 
gest selling line to make money. There is one 
thing about Kissel cars—once sold they stay 
sold. Once you have a Kissel owner, you have 
him for life. To my mind that’s a good way to 
build up a permanent, prosperous business. 














“Kissel has always been a leader. Probably no 
other manufacturer has created and pertected 
more body styles, refinements and mechanical 
features adding to perfect performance and com- 
fortable riding qualities than Kissel. In our 
investigation of different cars I heard only the 
highest praise for Kissel power plants and sound 
body construction. More than that, I learned 
that Kissel distributors and dealers close to our 
territory were all making money. I knew, too, 
that Kissel business had increased at a tremen- 
dous rate during the past two years. I concluded 
that if I could make money on any car today I 
could certainly make it with Kissel. That’s why 
I picked the Kissel line.” 
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THE KISSEL MOTOR CAR COMPANY 
{ The Carpenter ‘Building at Albany } HARTFORD, WISCONSIN 
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PICKS KISSEL 


A [ b aly Distr 1b utor 








assel Line 


CUSTOM 
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“Body by Kissel 
Motor by Kissel 





No American car is more carefully built than Kissel. 
Genuine hand craftsmanship enters into the shaping 
and fitting of every member that requires utmost pre- 
cision and perfection of detail. 


senate NETTIE SSS SS 


All materials entering into the building of the Kissel ail : ae — {— 


Motor Car are thoroughly analyzed and repeatedly S 
tested for quality, uniformity and accuracy. 


Nowhere but in a Kissel can you find such distinctive 








beauty and rare grace of line. “tj 4 ‘i \ ~ 

Kissel builds over 90% of the car in the large complete ~~ = J \ ie ane sone ea 
plant, thus controlling the high standard of quality as a 

well as effecting every possible saving. The “De Luxe “Broughan Sedan— $2985 f. 0. b. factory 


Kissel bodies are built, trimmed and finished in the 
Kissel plant and are available in a wide variety of styles 
to meet the individual preference and requirements of 
the owner. 


Fully Equipped {Except Spare Tire} 


eR NE AAAI ns 
wees 






The Kissel Six is a marvelous motor that may be driven 
at 60 to 70 miles an hour continuously. It has a bore 
of 35/16 inches and stroke of 5 1/8 inches—an un- 
usually powerful six cylinder motor, yet most economical 
in fuel consumption. Extremely smooth in performance. 


Built to stand up for 25,000 miles and more of travel 
without the usual need of taking up bearings or replac- 
ing any part due to wear. A motor that has established . : —— 

unbeatable performance records all over the country. The 4-door Sedan—$1 89 5 for the Six; $2295 for the Straight Eight 
The Straight Eight gives instantaneous get-away — f 0. 6, factory—Standard Equipped 

spontaneous acceleration velvety smoothness without —— 

a trace of vibration—seemingly unlimited speed —It is 


a motor supreme—a distinct revelation in eight cylinder 
performance. 





OHNE 





<a 


Here is speed to satisfy the most exacting. As high as 
75 miles an hour or better in the Closed models, and 
on up to 85 miles per hour in the Kissel Speedster is 








easily possible. 
With its 3 3/16 bore.and“414 inch stroke, it is larger -" 
and far more powerful than the average motor of this The New All Year Coupe ‘Roadster— The Six, $1795 for the | 
type. Extremely economical on gas and oil. It is the 2-passenger, f. 0. b. factory; The Straight Eight, $2195 for the 
Eight of all Eights. 2-passenger, f. 0. b. factory—Standard Equipped 
i ke / ; ns 
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Save 
Battered 
Hands 
with Break-Proof 


‘¢Superrenches ” 


’ vil DROP-FORGED X, y 


5 


*SUPERRENCH” 


(Chrome-Molybdenum) 


Five Patterns 











HEN a wrench snaps it means battered knuckles or 

worse—depending on what your hand strikes. That’s 
why motorists and mechanics are demanding unbreakable 
“Superrenches,” forged from super-tough Chrome-Molyb- 
denum steel. No matter how tight a frozen nut, or how 
husky the arm that pulls, “Superrenches” are break-proof. 
Guaranteed. 


No detail is overlooked in making The “Superrench” a 
handful of balanced helpfulness. Light weight—enormous 
strength—thin heads—15° angle of opening—and the 
smooth grip that fits the hand without sharp edges to cut 
under pressure, all witness the engineering skill which pro- 
duced The “Superrench.” 


Whether you buy for use or resale, you’ll find 
“Superrenches” as unbeatable as they’re unbreakable. 











— “Superrench” Sets simplify work for the 
mset 1002 Si motorist or mechanic. Roll cases of 
at cHrome- “Chy..| } heavy Olive Drab Twill, bound along 
| MOLYBDENUM | i edges and equipped with strap and 
buckle. Send for details. 
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J. H. WILLIAMS & Co. 
“The Wrench People” 


New York BUFFALO Chicago 
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Fastest airplane - 
speed ever attained. ;/ 


Gold cup winner—motor 
speed-boat Classic. 


Motor-car coast- 
to-coast record. 


Drilling the world’s 


~ ti. 7 \ deepest oil well. 
ILSLOT we, . = 


swers the problem 
efficient lubrication 
ntrol. Designed 
r drilled pistons. 








Some of the Other 
Recent Records by 
American Hammered 





Equipped Engines: 


First successful airplane flight over 


North Pole. 





Winner of 150-mile International 
Sweepstakes—for displacement boats. 


Record for continuous fire-engine | eapctoen : - ie Res 
pumping—13 days. —world s record. 


Most efficient commercial airplane. 





Speed, distance, and weight-carrying 
records for seaplanes. 


Winner in motor-boat race with the 
“Twentieth Century Limited” express 
train. 
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New “Oilslot” | BR forthe 


t | BALL POINT 
Ring: ahi 50% t | HAMMER 
: f MARKS 


Compression | I enside th 
Ring — -30¢ | "ving ' 


Special forFord 
Ring ---25 ¢ 
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In addition to the motor-car records, notable 
records in other fields have been made with 
American Hammered equipped engines. . 


Some of these are world’s records, where greater 
speed and endurance were achieved than in any 
motor-car race ever held. 


These reinforce and emphasize American 
Hammered’s position in the automotive field as 
America’s leading replacement ring. 


AMERICAN HAMMERED PISTON RING CoO. 
BALTIMORE, MD. : 


éé ° * 
FACTORY STOCKS America’s 


BALTIMORE CHICAGO SAN FRANCISCO Leading Replacement 
Bush & Hamburg 2332 S. Michigan Avenue 677 Folsom Street Rine”’ 
ing 


Look 
for the 
BALL POINT 
HAMMER 
MARKS 
inside the 


rin 
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THE BATTLE OF ’27 


The battle of words goes on undecided. But the 
battle with hills and miles and trafic and discom- 
fort was won long ago by Flint. 


And on the firing line where the battle for sales is ' 
the hottest Flint owners are Flint Dealers’ Allies, 
to a man. 


There is the foundation of a great business in this . 
Flint good will—there are all the elements of great 
profit in the Flint selling franchise. 


We invite correspondence with dealers who can 
match the Flint opportunity with a record of 
achievement on other battle lines. 


FLINT JUNIOR «+ FLINT SIXTY + #£=-FLINT EIGHTY 





$960 to $2125 
f. o. b. Lansing 


Firnt Motor ComMpany 
Elizabeth, New Jersey 





General Sales Department +* 1819 Broadway 
Manufacturers Trust Company Building 


NEW YORK 
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19 ys has witnessed great progress in the 


replacement parts business toward 
better merchandising, increased sales of high 
grade parts, and better profits for jobbers, deal- 
ers and garages. 
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Valve 


192 will see even greater progress 

in the parts business, and 
Thompson Valves will continue to play an 
important part in convincing car owners 
and repairmen that it pays in satisfaction 
and in money to “sell more and grind less.” 





THOMPSON PRODUCTS, INC. 
General Offices: Cleveland, Ohio, U. S. A. 
Factories CLEVELAND and DETROIT 


OY 
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the Empire Nuts 
idnt help Lockhart 
win the race 


but ~ 


when success (or even life itself) may literally 
“hang by a thread”— of a bolt or nut— it is 
somewhat significant when a racing driver 


deliberately specifies R. B. & W. Empire Nuts. 














peemer : | | >is Before the 
knows Benja- "4 _— " Manan Speed- 
min Franklin’s famous “gee way Labor Day Classic, 


lines beginning, “For want“. — Frank Lockhart, famous racing 
of a nail the horseshoe was _ driver, insisted that Empire nuts 
lost ..... ” be used on his car when it was 


. . . being groomed for that race. 
Racing drivers know the im- 88 
portance of small details. Bolts And Lockhart won,—not because 
and nuts may not seem vital at- he used Empire nuts, but because 
tributes of a winning car but 4 Man who is as careful about 
a stripped bolt thread or a frac- perfection i in details is e/zmina- 
turednuthasoftensentanother- “ng the possibility of failure. 
wise good car to the pits, where Empire bolts and nuts are 
time out often spells defeat. pretty close to perfection. 








RIISSETLY, RVIe PIVQ ATTY. SWAP Y 
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LV AN Nw 
fo KX g OL YYS GN \ A YY YT wn'y TOA \ ‘v" fe) 
\ @ . N's NC N hy 1 N YW 
| BOLI XR & J A A ‘OME EX ve © 
RSE Od S ae Ex SAM TSS ER, ATAE: 
Branch Office: Branch Office : bm sod Strimple & Gillette | Maydwell & Hartzell, Inc. 
Straus Building General Motors Bldg. 169 Jackson Street 158-168 Eleventh Street 


CHICAGO DETROIT ROCK FALLS, lis. SEATTLE SAN FRANCISCO 
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THE KINGSTON UNIVERSAL 


Complete, with eight feet of flex- 50 
ible metal tubing, ready to install $ + 
on any car 


THE KINGSTON UNIVERSAL HEATER is the pioneer 
in universal types, and those now on the market offered 
in lieu of the KINGSTON are of necessity a year behind 
Kingston development. The new Kingston is better than 
ever—the heater that solves all problems. It fits against 
the vertical dash board, entirely out of the way, is simply 
and easily installed, and it HEATS. Thousands in use. 
Insist upon the KINGSTON, the first and best. 


The New Kingston Valve 


Constructed after a new idea, and absolutely gas 
proof. No fumes can escape, and its operation 
is simple, constant and positive at all times— 
the guaranteed valve. 


The Saturday Evening Post 


The famous Kingston line of heaters will be advertised vigorously throughout 
the fall and winter months in The Saturday Evening Post, and dealers 
should be ready to cash in on the big consumer demand thus created. Be 
sure to send; for your supply of window and counter cards, follow-up litera- 


ture and other merchandising aids. Remember, this will be a big KINGSTON 
year, 











/ Kokomo Electric Company 


okomo 
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THE MANIFOLD TYPE 


Standard model for 1926 and ear- 


lier Fords. New 1927 model fits $ ° 7 5 
new Fords with hot spot manifolds =— 
without cutting exhaust pipe. 


The Kingston Manifold Heater for FORDS has led 
the market for years. It is well made, durable, 
adds to the appearance of the car and the installa- 
tion is very simple. Has thousands of friends. 
Dealers should make certain that they are well 


stocked in preparation for the big rush on the first 
cold day. 


For the Chevrolet 


An exceptionally fine. model for 3 0 0 
this popular car—hafidsome, effi- 5: 


cient, and priced right. 


The Kingston Chevrolet Model has been steadily 
gaining in popularity every year establishing a new 
record. We can recommend this heater strongly, 
and know that it will be a big seller this winter. 
Stock now. 


Models also available for Dodge $ 00 
and Overland, of the same fine 5: 
Kingston quality, listed at — 

















62 MOTOR AGE December 2, 1925 


MURRUCO 
CORDS 
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We mean just that— 


They were made to meet orders that 
every dealer gets—and up to NOW— 
hasn’t been able to fill—' 


For a QUALITY tire at a LOWER COST 
—and LOWER COST per MILE. 


You know what a large part of your 
trade demand — just that kind of tire— 


NOW — you can satisfy them with 
MURRUCO. 


QUICK SALES are a good index to how 
any proposition is going over— 


From its introduction, MURRUCU has 
moved FAST for every dealer who 
showed it— 


From the exceptional SERVICE MUR- 
RUCO gives—those dealers can bank 
on REPEATS. 














MURRAY RUBBER COMPANY, Trenton, N. J. 
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—Were Made 
To Order 

















MURRUCO 
CORDS 


Satisfy the demand for QUALITY Tire 
at a LOWER initial cost and unusually 
LOWER cost per mile. 


A complete line of High Pressures and 
Balloons; Full oversized; full ply; stand- 
ard construction; raised flat tread: 
guaranteed fully in accordance with 
manufacturers’ standard warranty. 


MURRUCO CORDS were thoroughly 
tested under all road conditions before 
they were admitted to the MURRAY 
family. With all the QUALITY that 
MURRAY is noted for—here is a tire 
you can sell at a strictly competitive 
price, realize a generous PROFIT and 
be certain of the customer’s satisfaction 
and good-will. 


Write today for full details of MURRUCO 
and the MURRAY Franchise. 
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MURRAY RUBBER COMPANY, Trenton, N. J. 
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WHEN you take on Prest-O-Lite Batteries, you 
don’t have to wait long for increased business— 
it comes right away. Read the following from one 
of our enthusiastic dealers—Wilson’s Battery 
Service, of Los Angeles, California: 

“I have been in the battery business in Los 
Angeles for the past six years. Since I took over 
the Prest-O-Lite line about nine months ago, | 
have shown a very steady increase in my business. 

“This I attribute to your merchandising plan 
and the co-operation given by you to the service 
station. 

“After following the policy laid down by your 
salesmen, we have been sorry that we did not take 
over the Prest-O-Lite line before this time. We 
now see many new faces, due to the Prest-O-Lite 
long list of new car equipment.” 


Battery sales jumped immediately 
when this dealer took on Prest-O-Lite 





Prest-O-Lite brings increased business because 
the battery, itself, is right and because the mer- 
chandising and advertising plans back of it are 
right. Better batteries cannot be made. Already 
they are standard equipment on an ever-increasing 
list of America’s finest cars. They are well known 
everywhere and easy to sell. And in addition to 
the motor-car there is the radio business. Prest-O- 
Lite Radio Storage “‘A™ and “B” Batteries offer 
any dealer tremendous opportunities for increased 
sales and profits. 

Write today for our interesting plan and service 
station proposition. 


THE PREST-O-LITE CO., Inc. 


INDIANAPOLIS, IND. 


New York San Francisco 
In Canada: Prest-O-Lite Company of Canada, Ltd., Toronto, Ontario 
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Consolidated "B Will Not Only Dou 
Fliminator Sales. But Increase Your S 













This Amazing 
Test Was a 


Revelation 
Even to Us 


Twenty-four hours, day 
after day—since April 1. 
Eight months of continu- 
ous operation in our 
laboratory. Equal to 
more than two and a half 
vears of ordinary six- 
hour-a-day reception. Yet 
this stock Consolidated 
“B” Eliminator has not 
required the slightest care 
nor attention and is still 
delivering the same _ un- 
matched pureness and 
strength of tone. 


Only CONSOLIDATED 
Contains ALL These Twelve 
Big Retail Selling Points: 


1. Universal in application, 
usable on A.C. and D.C., 
any cycle, without change. 

”». Power for any standard set 

even the new power 
tubes; 110 to 115 Volts. 

3. Retail price—Only $30. 

1. No A.C. hum; no noise. 

». No costly bulbs to break; 
refills cost next to nothing. 


















Demonstrate radio reception at its best and you 
will cash in on maximum set sales to say noth- 
ing of extra accessory business. Let the Con- 
solidated “B” Eliminator sell not only itself, on 
hearing as well as on sight, but any set in your 
store. Regardless of make, Consolidated brings 
out the highest possible degree of pure, strong 
tone. 





























Makes no difference about the current in your 
store or your customer’s home. The Consolidated 
“B” Eliminator operates without change, on D. 
C. as well as A. C. at any cycle. Powers any stand- 
a ard set—including new power tubes. 

























Cut your eliminator stock in half—with Con- 
solidated “B” you need carry only one model. 
Think of the unlimited market awaiting this uni- 
versally usable instrument. 














6. Maintains permanent’ even 
cone and resonance. 

;. Low in upkeep; uses less 
current. 

S. An adornment to any set or 
to the furniture of any 
room. 

%. Standard suarantee. 

10. Small in size: less cumber- 
some. 







11. Fewer parts; trouble’ proof 
12. Stops ae se hattery cost; 
pays for itselt. 


> 


- Consolidated Battery Co., Inc. 
New York _ PHILADELPHIA Buftalo 


ONSOLIDATED 


“ry” 














The Consolidated Line will make your 
holiday radio sales greater than ever 
and cut out servicing. Here is quality 
and many exclusive radio features. 
Priced to sell quickly and once sold they 
stay sold. 


The Consolidated Line includes the 
Consol $95 set and units to supply de- 
pendable, uniform “A” and “B” power 
for that set or any other set. 



























Consolidated products are built of 
best quality materials by skilled work- 
men. 







Consol “A” Power Unit 
Retail Price $40 
Single compact unit. Trickle 
to 2 amperes. Standard size 
plates. Trouble proof. Re- 
quires virtually no attention. 






























Made to withstand the careless, inex- 
perienced handling of the average 
owner. 


Manufactured as well as assembled by 
a financially sound company. 


Write or telegraph now for complete 
information about the strong profit Con- 
solidated Line, naming your jobber. 


Address Dept. C, Philadelphia. 
Consol Radio “A” | 
Storage Batteries 
Hold super supply of strong, 


even “A” power. Same 
(uality as good Consolidated 
Automobile Batteries. Built 
under direction of I. M. 
Noble. Last longer because 
of pure materials in un- 
stinted quantity. 


CONSOL 
} = 
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~ 
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Consolidated Automobile Batteries’ Make the 


 CONSOL: 2... 


| The Consolidated Automobile Batteries are breaking 
| -y Ce ; sales records on sheer merit alone. A dependable super 
power supply able to perform under. all conditions of 

climate or sluggish starting. Made possible by these 





: 3 | foe three manufacturing advantages: 1. The unstinted use 
Consolidated Battery Company, Inc. of! pure, unadulterated materials. 2. The exclusive 
| : ea 2 cotereieiek” rocess AS oe soekree. 4 3. gee ——— 

supervision of. a master. battery maker— oble. 
| New York PHILADELPHIA Buffalo Encased in fine gradé, hard rubber container. Screw 


type posts. Deep: sealed vent covers. The first cost of 
Consolidated is virtually its last one. 
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Set No. 28—Gets at all the hex nuts 
of allcars. All possible combinations 
can be made because parts are inter- 
changeable. Complete outfit in handy 
steel case. 


For Servicin. 


ALL CAR 


HEX NUT 
SOCKET WRENCH SET 
N2 28 


O more fiddling around with hex nuts! Whether you 
are disassembling or reassembling, this compact little 
outfit instantly provides the right socket for any nut on any 
make of car. Has all the accessory parts for quick action in 
cramped quarters—and for starting nuts that are “‘frozen’ 
including: 









Net Price 





One long and one short handle Speed Wrench. 
One long and one short Tee Handle. 
Back Spin Reversible Socket 
Combination Tee and Offset 
Plug Connector, Extension Bar, Socket Con- 
nector, Offset Handle, Universal Joint. 
Ten Hexagonal Sockets, 7-16" to 7-8" 


No. 28—Net Price $9.35 


From your jobber. Note that these sockets are not just “steel’? but CHROME 
im Write us direct for NICKEL Steel, electrically heat-treated and hardened all the 
il h Socket Wrench way through! Tough—durable—built to withstand the gaff of 
Catalog No. 18 day-in-and-day-out shop service without breaking down! 
And all at a price so reasonable that no shop can afford 

to be without them. 


STEVENS WALDEN-WORCESTER, INC, 


=, _—-— Manufacturers of Walden-Worcester Wrenches 
: and Stevens “Speed-Up’”’ Tools 


Worcester, Mass. 
S Export Division: 375 Broadway, New York, U.S.A. 
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In the companies which constitute 
General Motors there are 1141 
automotive engineers. The chiefs 
come in from the various plants for 
conference at the Proving Ground, 
about forty miles from Detroit. 


Every phase of specialized expe- 
rience is represented. The engineers 
in every plant have the advantage 
of the united thinking of their as- 
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sociates throughout the whole Gen- 


1 eral Motors family. 
s What these men devise is tested 
a fnally at the Proving Ground. 
, Never before has there been such 
an outdoor laboratory; never has 
_ every item of construction and per- 
-s | formance been subjected to such 
e rigid testing as goes on here day 


and night. 
















LS OF GENERAL 1 MOS! 10 
**A car for every purse and purpose’’ RS 
CHEVROLET - PONTIAC 
OLDSMOBILE - OAKLAND 
BUICK + CADILLAC - GMC 
TRUCKS - YELLOW CABS, 
BUSES and TRUCKS 


FRIGIDAIRE Electric Refrigerators 


Detco-Light ELecrric PLANTs 
Fisher Bodies + Delco and Remy Electrical Equip- 
ment * Harrison Radiators + Jacox Steering Gears 
AC Spark Plugs —— AC Speedometers + New Depar- 
ture Bal! Bearings * Jaxon Rims * Brown-Lipe-Chapin 
Differentials and Bevel Drive Gears * Hyatt Roller 
Bearings * Inland Steering Wheels + Klaxon Horns. 


General Motors passenger cars, ‘Delco-Light electric 


plants and Frigidaire electric refrigerators may be 
purchased on the GM AC Payment Plan. 


All this means that you have a 
triple satisfaction in selecting a Gen- 
eral Motors car. 


It represents the accumulated engi- 
neering skill of the strong company 
which builds it, plus the thinking 
of the engineers of many other 
strong companies, plus a testing Ne ‘ 
process which knows no favoritism Cal 
and is concerned only with the facts. 
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Let’s Give 
Practical 
Gifts this 

Christmas 





Give the 

kiddies a tip— 
a Cooper Heater 
will please dad 
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Heater For Fords 









Gift That Inspires Gratitude 


There’s a world of gift ideas wait- We are packing the COOPER 
ing for everyone at Santa Claus’ new HEATER in a most attractive holly con- 
headquarters, the Motor Accessory Store. tainer if desired. It will sell easily, be- 


cause the price is low—retails for $2.50 
Among the most popular of acces- and still leaves you a good profit. 
sory gifts this year will be the COOPER ; 
| HEATER for Fords. This splendid gift See your jobber, or order direct for 








} will reflect thoughtfulness and good quick service and supply distributors 
| judgment. The one who receives it will name. An attractive display stand FREE 
| be proud of it, and lastingly appreciative. to dealers ordering ten or more heaters. 
COOPER MANUFACTURING COMPANY 
485 South First Avenue MARSHALLTOWN IOWA 


Sales Representatives: THE FULTON COMPANY, Milwaukee, Wisconsin 


FITS ALL MODELS 
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‘REG. VU. S. PAT. OFF.?® 


Finest CARBURETORS 
Finest = 
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Telling the Millions 


The Locomobile dealer-fran- 
chise 1s now made more 
valuable through a national 
advertising campaign in pop- 
ular and class magazines, . 
with combined circulations — 


of 7,000,000 monthly. 


Model 90 


$5500 to $7500 
With Custom Built Bodies 


f.o. b. Bridgeport 


LOCOMOBILE COMPANY OF AMERICA, Inc. 
BRIDGEPORT, CONN. 


Junior Eight 
$1785 to $2285 
Five Body Types 


Model 48, Series 10 


$7400 to $12,000 
With Custom Built Bodies 


The Best Built Car in America 
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= asked Mr. "Macauley, Le. 


. he said Ask the man who owns one. 
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ALVAN MAcauLeEy is President of the Packard Motor Car Company .. . Last March 
he made Budd-Michelin Wheels standard equipment on all models of the Packard, both 
Six and Eight. We wanted to know what Mr. Macauley thought of them now, after six 
months experience, and so we asked him. . . ‘We put Packard on Budd-Michelins”’ 
said Mr. Macauley, “‘because we firmly believed they were the finest wheels for the 
finest car in America. Now we know it. Just... ask the man who owns one!” 


‘ We did. Hundreds of them. People who, in almost a 
every instance, had also owned cars with wooden 
wheels. We asked them whether their experience 
made them prefer steel wheels (Budd-Michelin) or 
wood—and why? 


Three out of every four persons interviewed 
endorsed the Budd-Michelin Wheel equipment with 
specific comments explaining their preference. Here 
are a few quotations from the actual replies. 


New York—“‘I prefer steel wheels by all means 
because of their better looks, their greater strength 
and the ease of cleaning.”’ 


California—‘‘Brakes more accessible, wheels far 
easier to clean, they look better and are much safer. 
They, too, have an extra wheel.” 


Colorado—“In wet weather my brakes remain 
more dry and efficient with steel wheels.”’ 


New Jersey—‘‘My car skidded. If I had had wood 
wheels I could not have continued my trip but the 
disc was just bent and easily reshaped. A wood wheel 
would have crushed.”’ 








And so runs the story of Budd-Michelin preference 
based on actual experience. Experience that has 
made Packard owners—as critical and discriminat- 
ing a group as there is in all motordom—truly glad 
to swell the chorus of: “Good-bye, buggy wheels!” 








Philadelphia Detroit 


Also makers of Budd Interchangeable Wire Wheels which fit the same hub 
as Budd-Michelin All-Steel Wheels. 
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STROMBERG 
Special 
CARBURETORS 
The onlycarburetors built 
special for each model of 
engine. Give that com- 

lete satisfaction desired 
fe all car drivers. Maxi- 
mum power — quickest 
pick-up — smoother run- 
ning at all speeds—great- 
est economy. For best 
results recommend and 

sell Strombergs. 


MOTOR AGE 
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STROMBERG 


SUPE Fe 


HOCK ABSORBERS 


a is no doubt about the efficiency of Stromberg Super 
Shock Absorbers. There is no doubt about their superior 
comfort-giving qualities and their exacting control of the 
springs’ action under every condition of driving, assuring to 
the user the greatest riding and driving ease—over the rough- 
est roads—no matter what make of car or type of tire. 


READ THE TWELVE FEATURES BELOW—They tell conclusively 
why Strombergs sell quickly and satisfy customers, with no come-backs to 
you. Then write for full particulars about the full line of famous Stromberg 
Automobile Necessities, our sales helps, and our National advertising cam- 
paign in the Saturday Evening Post and other magazines. 


TWELVE SPECIAL FEATURES 

1—Designed on a new and better 
principle. 

2—Regulate spring action to exactly 


7—No greasing or oiling required. 
— uniformly Summer and 
inter. 


the correct degree under all driv- 
ing conditions. 

3—Provide smooth, easy riding with 
either Balloon or Standard Tires. 

4—Working parts protected against 
dirt, water and oil. 

5—Heavy steel cable will not break, 
stretch or rust. 

6—No adjustments are ever necessary. 


9—Built to measure for each make 

of car. 

10—Last as long as your car. 

11—Sold and guaranteed by a lead- 
ing and responsible manufac- 
turer. 

12—Each set in separate package 
which contains all necessary 
fittings for installation. 


December 2, 1926 


STROMBERG 
Electric 
WINDSHIELD 
WIPER 
Your customers can- 
not know the satis- 
faction and feeling of 
safety while driving 
in rain, fog, sleet or 
snow until they have 
one of these perfect 
vision wipers on their 
cars. Two speeds. Ad- 
justable pressure on 
glass. Unusually eco- 
nomical on battery 
current. Operates per- 
fectly under all driv- 
ing conditions. De- 


pendable always. 


517 W. S7th St., New York City, N. Y.; 760 Commonwealth Ave., Boston, Mass.; 84-86 Hancock Ave. W., Detroit, Mic 


1529 Laurel Ave., Minneapolis, Minn.; 1809 McGee St., Kansas City, Mo.; London, England, Milman’s St. and Cheyne Walk. 








KEE eS le 


STROMBERG MOTOR DEVICES CO., 68 EAST 25TH ST., CHICAGO 


Direct factory Branches: 
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Licensed under the 


Lektophone 
patents 





_ SANDAR. 


MOTOR AGE 








Slightly higher 
west of the Rockies 


MPHATIC success has attended SANDAR, the new cone type speaker, 

ever since its arrival in the field of radio several months ago. Instant 
and widespread approval greeted its unparalleled receptive accuracy and 
tone-retaining ability, its downright good looks which enhance appearance of 
a set, and its surprisingly moderate price—$27.50—lower than any other 
licensed speaker of its size! Fans everywhere are installing Sandar as their 
favurite speaker, dealers are naturally hustling to meet the demand, and the 
manufacturers are working at high pressure to keep ahead on production. 
Sandar spells profits in big red letters these busy days. There’s still time for 
you to get aboard if you act promptly. Write us for terms and full information. 


SANDAR CORPORATION 
Crescent Plaza Building, Long Island City, New York 
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BIG 
SELLING FEATURES 


Show the Dyneto Wiper to a customer 
and he'll want it. Here are features that 
clinch the sale: 


- Uses less than one ampere. 
- Has ample power to drive 
one or two blades. $ 50 
3. Uniform, unchanged opera- 
tion on hills. — 
- Compact, good looking. 
- Simple design. 
} Extremely low price. 


DOUBLE VISION 
* GREATER SAFETY 


with 
single blade 





With the help of our dealer selling aids you can turn every 
wiper prospect into a Dyneto customer. With our special tan- 
dem demonstrator, you can sell the customer the 

double blade attachment. Double vision means $ 0 0 
greater safety to the car owner, and more profit =—_ 
for you. _ Dealers everywhere are finding that 

Dyneto Wipers are fast sellers. Write today, for with 
complete information about our dealer proposition. two blades 


Dept. J 
OQWEN-DYNETO CORPORATION 


Syracuse, New York 


ELECTRIC 
WINDSHIELD WIPER 
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: DRT a The New 
a Challenge 


3 C = $15 $16 








New Era bumpers have stood time’s 
test because we know when we do 
anything. That’s something. 








NEW ERA SPRING AND,SPECIALTY CO., GRAND RAPIDS, MICH 

















Last Chance for 


ADAMS 


Adjustable Foot-Rest 
Christmas Sales! 





Hop in and take advantage of the rush of Christ- 
mas business. The Adams Adjustable Foot-Rest 
is the kind of thing people buy for Christmas— 
and they do buy it every year. Get your Adams 
stock in shape, and put over a fast one. 


ADAMS MFG. CO. 


GALESBURG, ILLINOIS 























ACME 


a — -_ Electric 


Tube Plates 


Insure Curing Heat in 344 Minutes 






They provide the most efficient equipment of the kind on the 
market—yet at the lowest price. They are unconditionally guar- 
anteed, including the heating element and thousands of them are 
in use today, giving perfect satisfaction. Cost of operation not 
over lc per hour. Returns that pay big profits. Write. 


Chicago, Ill. 














Bearings to Your 
Specifications 


We specialize in the pro- 

See : ; 

“eg duction of Bearings to meet 

4 the exact specifications of 
the manufacturer. May we 

quote on your requirements ° 





Bearings Company of America 


Detroit, Mich. 
Office 


Lancaster, Penna. 1012 Ford Bldg. 





























Acme Electric Co. 
4020 N. Keeler St. 
Be the FIRST in your field 
with the 
Le — : up—Lower idling 


TRADE MARK speeds— Quicker, 
surer starting — 

CONVEBRTERS ‘rer starting— 
THAT GASOLINE 


MILEAGE IN- 
CREASE! 


ORE Power— 
Faster Pick- 








Attach them to your spark plugs. 
List price $1.00 each. 


LEPEL IGNITION CORP., 117 W. 63rd St., New York City 
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SAVE MONEY HERE! 


on New and Used 


TIRES—PARTS—ACCESSORIES 




















New Tires e A Toomendeiee Stock 
Motors and Used Balloon and Tubes At a Saving of 
Jordan Straight “8” Timken Rear Axles ine ene Se 
$195.00 For all makes of trucks and touring cars. Gears 
- Shafts 
Big Six Studebak Motors 
1926 M Jel $1 95 00 Bosch Magnetos Transmissions 
ate ; DU4 $12.50 DU6 $10.00 Axles 
Stutz Dual Valve “4° Prices on others = request. — 
$165.00 Accessories Tops 
New and Used Tires 
All Types Continental _ 
saan And a Special BUICK Department lenition 
a —with a complete stock up to 1926 Etc. 


If It’s for an Automobile—We Have It 
Write Us Your Needs—Prompt Attention to All Orders 


STATE AUTO PARTS CORPORATION 


2011-13-15 S. State St. “Service and Quality” Chicago, Ill. 
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Kawneer 


STORE FRONTS 





The latest Kawneer Book of De- 
signs shows types of motor sales 
windows that are increasing profits 


for dealers everywhere. You should 





have a copy. Upon receipt of the 


coupon below, attached to your let- 


Put Every Front Foot On —— we will mail a copy without 
obligation to you. 
Your Sales Force 


The amount of rent you pay for your show room is largely determined 
by its front footage. This space is the most valuable part of the show 




















room because it is the part which is constantly in view of the public. : fain : 
KAWNEER 
Make every foot of this valuable space work for you! A Kawneer Solid : COMPANY : 
Copper Store Front does just that. By enabling you to display your cars’ g 4124 Front Street Niles, Michigan , 
” an attractive manner, your Kawneer Front is constantly at work pull- 2 GENTLEMEN :—Please send me**_your 
_ing sales for you. It works day and night building up your business and = latest Book of Designs. : Sy 
Increasing your profits. Thousands are now paying their rent through : 
the extra sales brought in by their Kawneer Fronts. 7 Name 
Address 
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COMPRESSED 
ASBESTOS 
SHEET 
PACKING 


or Use Where There is Heat! 
ADVANCE "PACKING & SUPPLY COMPANY 
808 WASHINGTON BLVD., CHICAGO, ILL 
Pacific Coast Distributors: Allied Industries, Inc., Los Angeles, "San Francisco, 
Portiand, Seattie 




















REBORER AND GRINDER 
A big money-maker in any quemete repair shop or garage. Ask for free 
demonstration in your own shop 


SIMPLICITY MANUFACTURING COMPANY 
Port Washington Wisconsin || 

















Valve Face Grinding 
wat? Machine 


Get a demonstration of Sioux before you b 
machine. GUARANTEED FOR A TIFETIME. valve grinding 


Your Jobber Sells It ALBERTSON & CO. 


Sioux City, Ia. 





?, 
me 
“way 











Always Insist Upon 
Genuine 


ering 
THOMSON MEG. CO. 








Dept. C Peoria, Ill. 














_WATERVLIET SPIRAL EXPANSION 
| ALIGNING REAMERS 


Positive lock nut effectively in- 
sures against Over-expan- 
sion, 











Will 
Not Chatter 
Ask your jobber or write for literature 
Watervliet Tool Co., Inc. 


1037 Broadway, Albany, N. 


New York: 1780 Broadway; Kansas ous: FA Mutual Bidg.; 
San Francisco: 661 Turk 






































SO-LO JACK CO., 
Inc. 





Attleboro Mass. 
Sales Office 
108 Massachusetts Ave. 
Boston, Mass. 




















Stops Pump Shaft Leaks 
and Saves the Winter Solution 
so “-% ? Metallic Packing molds in 


and loose bushing. At your jobbers; if not 


















te us. 
1 Ib can $1.75 per pound 
6 lb. can $1.60 per pound 
pent THE CONNEAUT PACKING CO. 



















Has two ee ees eee Sone 6 
hotter spark, es easi » oo io 

pickup and more mileage. is on @ ius. 
moter. Write for full particulars. 

The 


ie og & Cerporation 














OKS : elegag eke 
And now, a Teena for 4 1S See our 
half page advertisement in the Saturday 
Evening Post, January 29th. Write for de- 
scription and ‘proposition to the trade. 
KING-SEELEY CORPORATION 


298 Second Street Ann Arbor, Michigan 
Chieago Branch, 2450 Michigan Boulevard 




























Tests Compressioo 
Locates all knocks, 
leaky valves and rings 
Locates Piston Slaps 
Eliminates guesswork 
SELLS MORE JOBS 


If your Jobber cannot supply you, write us. 


HAMMETT MFG. CO., Kansas City, Mo. 

















1efe/ie 


FAN BELTS 


Vee Round or Flat Type—With but 
ye | standard sizes you _ are 
to fill any fan belt call. 














CBRE APOHINE UE 




















The Burgan Cotter Pin Extractor 








Makers of 
the worlds 


est known 
fan belts. 





L. H. GILMER & CO., Tacony, Philadelphia 


W orks apo Magic 
enti > You ont _t to eull or twist. tt Ay REE ag 
— Write for prices and detalls 
THE BURGAN CORPORATION 
9 So. Clinton St. Chicago, Ill. 
_—_ 
~ TASCO Types ““K” and Op ee 








































Chevrolets and all 


Gas Gauge for 
FORD Stars Sell at $1.50 


CHEVROLET 


and STAR ow \\\\ 


fHE AKRON-SELLE CO. 














Akron, Ohio | j 














-_— 
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FOLLETT’S wove. TIME STAMP 


accounts for every labor minute 
Prints the year, month, day, hour, 


minute, A.M. or P.M. at the exact 
moment the plunger is pressed—like 
this, for example: 


NOV 19 920 4 31 PM 


Tells when a job is started—and when it is 
finished. There can be no dispute over the 
Learn the inter- time charge. 


GENERAL MOTORS 
BUILDING coting detail Absolutely automatic —except for winding. 


foadwoy fo Sthlvax*NEW YORK - 3% 0586 Street? — data. Every machine guaranteed. 


Renting & USHMAN & 50 East 42d Street . : ¥ 
Managing Agent pA ELD.ING © New York City Follett Time magnon caren ry Newark, N. J 





New Rewind Profits—See an- 
nouncement every 4th week. 
Write now for price list. The 
H. M. Fredericks Co., Lock 
Hoven, Pa. 








—iiaenainns 






































Have you seen the new 
Scranton Battery-Cap-T ester 


Motor - 
Safety Signal ae 
Audible —> 























j| For All Care @ 
Junior Model ¥ A new idea. Replaces vent plugs. Always ready for 
s ioe se instant testing. Reduces four operations to one. Also 
a suammneneasinanl tells when water is needed. A quick seller at a good profit. 
; Senior Models .................... 4.50 Set of three retails at $2. Order at once from jobber and 
Ask Your Jebber meet demand from national advertising. 
FAITH MFG. CO., INC. THE SCRANTON GLASS INSTRUMENT CO., 
2533-39 N. Ashland Ave. Chicago, til. SCRANTON, PA. 


























UNITED STATES Built by the old- 
Portable Electric est makers of 


GATES VULCO| @) 326%: [= 


Made By ask ter THE UNITED STATES ELECTRICAL TOOL CO. 
The World’s Largest Makers of Fan Belts coe Cincinnati, Ohio, U. S. A. 


Here Is Something to Sell! 


A piston ring, on the principle of a — = ring, that gives 
remarkable results in service, is used in thousands by auto- 
mobile factory branches for RA pays a profit 

while. WRITE FOR DETAILS. 


THE CORK-SEALED PISTON RING CORP. 
































THE “BAT” 
Super-Charger ER 


A practical system of super-charging for 
passenger cars, trucks, tractors, marine 
engines, aviation engines, stationary en- 
gines, etc. Simple, easy _ installation. Pat Oct. 12, 1926. 
Practical. Pri 








ces range as low as $7.50, 
2332 Michigan Avenue, Chicago ” P. H. Webb C Write for details. 
Factory: Denver, Colo. ° ° enber eg ; 
Canadian Distributors: Purser, Bull & Co., Ltd. Racine Industrial Plant, Building No. 12, Racine, Wisconsin 
Toronto, Canada ; Manufactured and sold under license of P. J. F. Batenburg, Racine, Wis. 





























IWrite for the Book Let us 
SXAIR PROFITS” send our 
INT-Wetel litt) describing many new uses for com- profit- 
AgOW pressed air. Shows how to make an boosting 
air compressor earn greater profits. plan. 
EREE BRUNNER MFG. CO tye Sean 
UTICA NEW YORK 


























the trade 
mark shown 
Franchise details for selling ORIGINAL BOSCH at left. These 


are the iden- 
Automotive Fquipment will be sent to any Dis tifications of 


tributor, Dealer or Service Station on request Bosch qual- 


ROBERT BOSCH MAGNETO CoO., Inc. ity — famous , 
109 West Pak bases Sa = ag TA ae Y. since 1887. Solid Pressure Spring Pressure 





























CLASSIFIED ADVERTISING 





a 








PATENTS & PAT. ATTORNEYS HELP WANTED 
= } " : CLASSIFIED ADVERTISING 
: WANTED — RETAIL SALES MAN- : RATES 
C. L. PARKER AGER BY LARGE AUTOMOBILE: 
Ex-Examiner U. S. Patent Office CONCERN RETAILING FIFTEEN : Ten cents a word is the rate for all 
Attorney-at-Law and Solicitor of Patents HUNDRED CARS PER YEAR : ae wan pn ag P. 
. “1.39 . Thi ll b ty for th ht = 1 t All itals, 12c 
McGill Building, Washington, D. C. me, “Anewas, shite al quilieaiinan ‘ani RE oh cami leaded, 15c a wasd, 
Patent, Trade Mark and Copyright Law married or single. Address Box 6287, = Payable in advance. 
; Motor Age, 5 S. Wabash Ave., Chicago, IIl. : 






















































A Complete Stock 


=a Of Auto Parts and Accessones === 











New and used parts and accessories of all vari- 
eties are always on hand in our stock for imme- 
diate delivery, including parts for obsolete cars. 
We have everything for the automobile. Try our 
service. 


Money Back Guarantee 


You deal with us purely on a basis of 
satisfaction to you. Every order is 
shipped out on a 5-day money back 
basis. You are the judge. 


Repossessed Used Cars 


Our stock includes all makes. We sell 
at a small margin. Volume and satis- 
fied customers make it possible. 


Write us today. 


Get our prices. 
They will save you money. 


UNITED AUTO 
WRECKERS 


2429 S. State St. Chicago, Ill. 
Established 1916. 
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Show 

them 
and 
sell 


them 


CRESCENT 
Smith & Hemen- 


: way complete line 
| of tools for me- 





a 
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am wr 
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$5 - 
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; a 
chanics and elec- - 

| tricians f 

, Made and guaran- ay 
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CRESCENT 


TOOL CO. 
208 Harrison St. 
Jamestown, N. Y. 
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The Advertisers’ Index is published as a convenience and not as 
a part of the advertising contract. Every care will be taken to 
index correctly. No allowance will be made for errors or failure 








to insert. 
A. C. Spark Plug Co. .... 49 
Acme Electric Co. 76 
ee 76 


Advance Packing & Supply Co. 78 
Akron-Selle Company, The 78 


Albertson & Co. 78 





American Hammered Piston 
Ring Co. ; ..53-56 





Bearings Company of America 76 
Bosch, Robert, Magneto Co 79 


Oeernnne 


Broderick & Bascom Rope Co... %6 








Brunner Mfg. Company.............. 79 
Budd Wheel Company 73 
Bunting Brass & Bronze Co..... 44 
Burgan Corporation, The............ 78 
Cadillac Motor Car Co. 41 
Chrysler Sales Corp. 8 





Classified Advertising Section.. 79 





Conneaut Packing Co. 78 
Consolidated Battery Co.....65 & 66 
Cooper Mfg. Co. 70 





Cork Sealed Piston Ring Corp. 79 


Crane Packing Company............ $1 





Crescent Tool Co. 80 


Cushman & Wakefield, Inc. 79 


Durkee-Atwood Company.......... 78 

















Lepel Ign 
Locomobi 
ee 79 ae 
Flint Motor Car Co.................. _— 
Follett Time Recording Co...... 19 
Fredericks, H. M., Co................ rity 
Mallory 
Manley © 
Gates Rubber Company.............. 19 Mot-Acs, 
General Motors Corp........... 68 & 69 | 
Murray 
Gilmer, L. H., Company............ 78 
Hammett Mfg. Co......................... 78 
ad New De 
Hazeltine Corp., & I. R. M., 
Inc. 82 New Er 
Co..... 
North I 
Indianapolis Pump & Tube Co. 
we 3rd Cover 
Olds M 
Owen-] 
James Motor Valve Company.... 7 
Packa 
Kawneer Co., The...........0.---0-- 1 Qo 
King-Seeley Corp...............--------- 78 Prest- 
Kissel Motor Car Co............. 50 & 51 
Kokomo Electric Co...............---- 61 
Kysor Heater Company.........----- 81 
Russe 
& : 


Larkin Automotive Parts Com- . 
pany a 
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te F; Air H 
te resh Air Heat 
. For Motor Cars 
_ we Sandar Corporation......... a 75 
Lepel Ignition Corp. 16 . ’ 
bile Co. of America Scranton Glass Instrument Co. 79 — a ee _ Heater ih pe It 
Sa , eats fresh air and drives it into the car by force 
a em — ' . —s 
9° inc... “~ ‘Simplicity Mfg. Co...................... "= draft, instead of heating the old air in the car. 
oi So-Lo Jack Co . 18 
- 9 senaineneting ; The heater is a ventilator also, the pressure of 
-_ 9 ee ee oe " the new, fresh air coming in through the heater 
State Auto Parts Corp................. v7 driving the old air out through crevices in the 
Stevens-Walden-Worcester, doors and windows. 
Mallory Electric Corp., The...... 78 Inc. : _ 67 ; 
Seite shia tad Temperature is controlled from the dash. Car 
— Storm Mfg. Company 3 warms quickly. Two minutes idling at the curb 
see 9 BF \ot-Acs, Inc. © 6sieetees Bieter Baeiee Cn. Be will heat it—less time required when driving. 
alae | <A é 
© BP voray Rubber Company.62 & 6 stugehaker Cor. The. Ss Easily installed without removing muffler. 
oe r 
Stuts Motor Car Co. of Amer- Send for Circular C giving full details 
ica, Inc...... ..Front Cover | 
Se KYSOR HEATERC®2 ALLEGAN, MICH. 
a 8 
















New Departure Mfg. Co............. 2 66 | = 34 
; - Thermoid Rubber Co........... 46 & 47 AA c 
... 82 New Era Spring & Specialty Ay ’ 
Co. 76 Thomas, W. H., Mfg. Company 45 y : 
North East Electric Co............... 48 Thompson Products, Inc....58 & 59 
Thomson Mfg. Company............ 78 


Timken Roller Bearing Co., 





Metallic 



































Cover —_ n as 
4 
‘The Pump Packing the Motor Builders Use” 
Olds Motor Works 43 eS SEES 
Owen-Dyneto Corporation.......... 76 | 
3 
United Auto Wreckers 80 
U. S. Elec. Tool Co. 79 
Packard Electric Co., The 
Oe TE Wittnitnntenisesamemmnniieiel Back Cover 
8 Prest-O-Lite Co., Inc., The........ 64 
& 51 Watervliet Tool Co., Ine. ™ Only One Style for All C 
. 6 . ; y V ars 
Webber, P. H., Co. s Standard equipment on over 40% of all cars. Replacement size now 
_ , ‘ available. Garage spool is 40 ft. of % in. Keeps pump tight. Saves non- 
Western Chain Co, 18 freezing mixtures. Saves rods. 
P Compression 
Vheeler-Schebler b t 
a>-amemeianmnnll™ win the iCpane Packing Company 
Russell B ) - Ww 0. 4 piece metal- 
ao. eee & Ward Bolt lic packer, 1805 Cuyler Avenue 109 Broad Street 
Nut Co........... 60 Williams, J. H., & Company...... 52 Chicago New York 


Order from your jobber or direct. 








Gentlemen: 
Send me C. O. D. Garage 
size spools of Style 112—$2.50 net. 
Name 
Address — 
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The men behind Neutrodyne 


Engineers, physicists, mathematicians, who have placed Neutrodyne 
in its present position of leadership — and who will keep it there 


LOD DOD OSD OND OED) NEED. aT Xu 


IN SPITE of the fact that the Neutrodyne receiver of today represents the highest attainments in radio 
development, no expense is being spared, in the continuance of a policy of constant improvement. 

At considerable expense the Hazeltine Corporation and the fourteen companies licensed to manu- 
facture Neutrodyne apparatus maintain a large staff of technical men who devote their entire time to 
research and experiment in radio. These men, whose names are listed below, are the men who have 
brought Neutrodyne to the position of leadership it enjoys today. And these are the men whose ideas, 
designs and inventions will keep Neutrodyne in the forefront of radio in the years to come. 

These men are determined that Neutrodyne receivers will always combine the best in sensitivity, selec- 


tivity, ease and economy of operation; volume and perfection of tone reproduction. 


PROFESSOR L. A. HAZELTINE: M.E. Fellow A.I.E.E. 
Fellow I.R.E. Fellow American Physical Society. Formerly 
professor in charge of the Electrical Engineering Department 
of Stevens Institute of Technology. Inventor of the Neutro- 
dyne Radio Receiver. 

R. W. ACKERMAN: C.E. Schools of Mines, Engineering 
and Chemistry, Columbia University. Active service U. S. 
Army Engineers, 82nd Division. 

LEWIS M. CLEMENT: B.S. in E.E. F.I.R.E. Assistant 
Chief Engineer of high-power Marconi stations in Honolulu 
and San Francisco during construction and early operation. 
Nine years with Bell Telephone Laboratories in charge of 
radio receiver and special developments, including govern- 
ment transmitter, receivers, secret systems, etc. 


J. W. FINK: M.E. Specialist in audio frequency and loud 
speaker development. : 

DONALD O. FRIEND: Massachusetts Institute of Technology. 

S. W. GILFILLAN: Stanford University. 


VIRGIL M. GRAHAM: I.R.E. A.I.E.E. University of Rochester. 


LELAND H. HANSEN: I.R.E. Designer of radio apparatus 
since 1916. Formerly with American Marconi Company, 
1911-1925. Active service U. S. Signal Corps in France. 


FRANK A. HINNERS: F.I.R.E. Pratt Institute. Associated 
with radio development in all its phases since 1909. Among 
earliest workers on quenched spark telegraphy in this 
country. In charge transmitter design supplied U. S. Gov- 
ernment during war. Chief Engineer extensive overland radio 
telegraph system. 


F. E. JOHNSTON: A.I.E.E. Long Beach, Cal., Polytechnic 
and Sorbonne and Ecole Superieur de Electrique, Paris; 
First Lieut. Radio Intelligence Section U. S. Signal Corps. 
Croix de Guerre and U. S. Citation. Assistant Engineer in 
charge construction of high-power station at Warsaw, Poland. 
Engineer in charge of Riverhead, L. I., Transatlantic Radio 
Station. 

C. T. JOHNSTON: E.E. University of Iowa. 

THOMAS S. LEOSER: LR.E. Lehigh University. 

W. W. LINDSAY, JR.: I.R.E. Technical School, Hanover, 
Germany. Post-gradu2te work, Columbia University. 

R. E. MacDOWELL: B.S. in M.E. and E.E.E. Electrical ex- 
perimental work, Radio Telephone Officers’ School, U. S. 


Electro-Acoustical Sub-Committee of I.R.E. Standardization 
Com. Member Bur. of Standards, Radio Advisory Committee. 
Member of Component Part Committee of Tech. Sub- 
Committee, A.E.S.C. Sect., Committee on Radio. 

BENJAMIN F. MIESSNER: I.R.E. Member Soc. to Advance 
Science. Purdue University. Authority on electrical acous- 
tics. Engaged in radio research since 1908. 

JOHN W. MILLION, JR: A.B. University of Michigan. 
Instructor, Mathematics and Physics, Des Moines University. 
Graduate in research, Washington University, St. Louis, Mo. 
Graduate work, Columbia University. Development work 
in vacuum tubes and radio reception in Bell Telephone 
Laboratories, July, 1923, to Jan. 1, 1925. 

WILLIAM J. MURDOCK. Designer and manufacturer of 
radio apparatus since 1904. 

J. N. NICHOLS: B.S. in E.E. First Imperial Light Science 
School, Petrograd, Russia. Engineer Instructor, Russian 
Imperial Army, and later French Air Service. 

J. A. NEILSON: Copenhagen Technical School, Denmark. 
Research work in Danish Naval Radio Service. 

BENJAMIN OLNEY: Electro-Acoustical Engineer. gone 4 
engaged in regard to radio fequency amplification and speec 
reproduction. 

LAWRENCE S. PHILBRICK. Phillips Andover Academy, 
Massachusetts Institute of Technology. 

F. F. PRELAG: B.S. Vienna, Austria. Engaged in experi- 
mental research work in radio in Europe and this country. 

R. X. RETTENMEYER: M.S. B.S. in E.E. Formerly in the 
Bell Telephone Laboratories in charge of work on high 
quality carrier broadcast systems. 

A. W. SAUNDERS: E.E. Formerly in Bell Telephone Labor- 
atories in radio receiver development design, including 
receivers used by U. S. Coast Guard. 

ROGER W. SEMONS: R.E. Assistant Instructor, Harvard 
Radio School, 1917-22. Design Eng. of broadcast stations. 

F. J. STRASSNER: B.S. in E.E. and E.E. Formerly with 
Bell Telephone Laboratories. Engaged in transmission main- 
tenance matters. District plant engineer for New York 
Telephone Company for eight years. 


HOWARD J. TYZZER: I.R.E. Designer of radio receiving 
apparatus since 1916. 














Government. LINCOLN G. WALSH: M.E. A.S.M.E. A.I.E.E. Stevens 
R. MacGREGOR: E.E. Provenside Institute of Technology. Research 
Academy of Electrics, Glasgow, Scot- Look for this trade-mark work in Bell Telephone Laboratories. 
land. Experimental work in British Chairman, Metropolitan Section, In- 
Navy, two years. Np LICENSED BY we tercollegiate Convention, A.S.M.E 
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charge development of airplane radio & 7) Johns Hopkins University. Engaged 
transmitter equipment Signal Corps vi 2 in special research work with Neu- 
U. S. Army (four years). Consulting > APRIL. 1924 APRIL sf trodyne apparatus since 1922. 
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of Maine. Chairman Technical Com- 
mittee, Radio Sect., N.E.M.A. Com- 
mittee on Communication. Chairman 


It is your protection against patent infringement 
liability 


paratus for United States Navy and 
special apparatus for operation in 
the trenches during the war. 


The following fourteen manufacturers are the only ones licensed to make Neutrodyne receivers and the protection of distributors 
and dealers against patent infringement liability, maintained by the Hazeltine Corporation and Independent Radio Manufacturers, 
Incorporated, applies to none other than Neutrodyne receivers. 


THE AMRAD CORPORATION, Medford Hillside, Mass. 
F. A. D. ANDREA, Inc., New York City 
CARLOYD ELECTRIC & RADIO COMPANY, Newark, N. J. 
EAGLE RADIO COMPANY, Newark, N. J. 
FREED-EISEMANN RADIO CORPORATION, Brooklyn, N.Y. 
GAROD CORPORATION, Belleville, N. J. 
GILFILLAN RADIO CORPORATION, Los Angeles, Cal. 


HAZELTINE CORPORATION 


(Sole owner of “‘Neutrodyne” patents and trade-marks) 


eT RAE AAD SA TSAR 3 


HOWARD RADIO COMPANY, Inc., Chicago, Ill. 
KING-HINNERS RADIO COMPANY, Inc., Buffalo, N. Y. 
WM. J. MURDOCK CO., Chelsea, Mass. 
STROMBERG-CARLSON TELEPHONE MANUFACTURING 
COMPANY, Rochester, N. Y. 

R. E. THOMPSON MANUFACTURING CO., Jersey City, N.J. 
WARE RADIO CORPORATION, New York City 
THE WORK-RITE MANUFACTURING CO., Cleveland, Ohio 


INDEPENDENT RADIO MANUFACTURERS, Incorporated 


(Exclusive licensee of Hazeltine Corporation) 
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December 2, 1926 
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Let Santy P ay You P rofi ts ! \ry 


6 EAL OUT warm Christmas cheer and get paid for it. AG | 
7 Spread the comfort of Arvin Heat and fill your own sock a 
“f, at the same time. You couldn’t think of a finer Christmas r 
4 gift than an Arvin Heater for a cold car owner. Arvin is 
making this suggestion to millions of Christmas shoppers with , 
another two-color double page advertisement in The Saturday aRY x 


Evening Post of December 11th. Follow up this big smash 
locally and you’ll have Arvin Heaters hanging on Christmas 
trees all over town. Old Santy will have your profit sheet all 
swelled up with happiness, too. Impress on everybody that 
there’s an Arvin Heater for EVERY car. Tell ’em about the L 
unconditional factory guarantee. The price is so low you 
won’t need to do much talking about that. Merry Christmas! | 


INDIANAPOLIS PUMP & TUBE COMPANY rs 
General and Sales Offices—INDIANAPOLIS ¢ 
Also Makers of Indianapolis and De Luxe Tire Pumps, Automobile Jacks . 


and Dan Patch Coaster Wagons for Children 
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| AY. ARVIN SPECIAL | 
Es Manifold Heater for ani" 
Pe FORD. . $6.00 >» 
FORD Hot Spot ‘ $6.00 
CHEVROLET. . $6.50 
DODGE . . .. $9.00 
ARVIN REGULAR 






















Manifold Heater for 


FORD ‘ $1.75 
FORD Hot Spot $1.75 
OVERLAND Whippet = 00 
STAR-4.. $3.00 
HUDSON $6.00 
CHRYSLER-60 ‘and 70 $6.00 
NASH Special-6 $6.00 


STUDEBAKER Std. -6 $6.00 
BUICK Standard-6 . $6.00 
BUICK Master-6 . $6.00 
HU PMOBILE-6 


eae A4 6 OG 9?” ARVIN UNIVERSAL 
N meee <~ Exhaust Heater for 
+ a : ALL CARS : 


ey Sure Do Heat / 

















Means Greater Sales And ‘ 
More Profits Ll 





Profit-making co-operation through 500 leading 
jobbers is the substance of the story of Packard 
Cable. For the service station qualified to make 
electrical repairs, Packard Cable offers exceptional 
opportunities. The time-saving features which have 
P been worked into the Packard Merchandising Plan 
pon el make it easy to stock cable, easy to handle it, and 
| wiRiNG CHART | easy to select the proper cable for every purpose. 


* 
— 


oa a Bear in mind there is an increasingly greater 
7 number of cars needing some re-wiring attention. 
= a A You will handle this work more profitably if you tie 
A as up with Packard. Ask your leading jobber for com- 
ae plete information. 














THE PACKARD ELECTRIC COMPANY 
Warren, Ohio 


(ja . 
Sackard. IS neVer seen, except on goods of honest Value 








